


THE 


ALL-INDUSTRY 
MAGAZI 


NE OF PROGRESS 


Graw-Hill Co. 
of Calif. 























} 
PUTTING) 
FOR 






Each year when people are thinking ‘‘What 
' on earth can I get Mary, or John, or Helen, 
for Christmas?” Edison advertising is ready 
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newspaper advertisements and direct mail 
promotion pieces will keep Santa Claus busily 
at work in Edison territory, helping electrical 
dealers make this Christmas selling season a 


more prosperous one than ever before. 
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OBALT TUNGSTEN 
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for Bearings in G-E Watthour Meters 


In G-E watthour meters, cobalt tungsten 
is now standard for: 


1. The ball in ball-type bearings (used 
without oil) 

2. The pivot in pivot-type bearings (with 
oil-tight jewel screw) 

You have the choice of either bearing in 

a G-E meter—at the same meter price. 


OBALT tungsten is a G-E pat- 
ented nonferrous alloy. Months 
of development work were devoted to 
solving the manufacturing problems 
of producing the cobalt-tungsten ball. 
But that the effort was decidedly worth- 


while can be judged by the benefits 
derived from the use of this special alloy. 


NO ABRASIVE OXIDES 

Chief among these is the fact that 
cobalt tungsten does not produce 
abrasive oxides, which in either the 
ball-type or pivot-type bearing even- 
tually cause wear and lead to ultimate 
bearing failure. This. adds to the life 
of the bearing and reduces mainte- 
nance to the minimum. 


PROTECTS JEWELS 
To withstand the shock impressed on 
the bearing where a meter is subjected 
to excessive current surges due to short 
circuit, cobalt tungsten is ideal: it is 


HEADQUARTERS FOR ELECTRICAL MEASUREMENT 


GENERAL @ ELECTRIC 


400-39 


soft enough not to crack the jewel; 
it is elastic enough to withstand the 
pressure without permanent deforma- 
tion. 


REPLACEMENT PARTS 


Cobalt-tungsten balls and pivots for 
replacement purposes are available. 
Orders for them may be placed directly 
with the nearest G-E Sales office. 
General Electric, Schenectady, N. Y. 
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Information Please 


Wuat’s New? Wuat’s Up? (p. 21). A 
member of the advertising department 
of the Public Service Co. of Colorado, 
M. A. Rowley wonders if the advertis- 
ing and publicity men in utility work 
aren't the individuals to solve the pub- 
lic relations problem of the present 
and the future. His four suggested 
points bring up some important items 
for consideration. 


New Transmission 


BONNEVILLE AND Los ANGELEs (p. 22) : 
Completed this month are two impor- 
tant additions to Western transmission 
facilities. At Bonneville, the first sec- 
tion, from the plant westward to the 
outskirts of Portland, is ready to op- 
erate. It is a double-circuit and its 
carrying capacity is 200,000 kw. At 
Los Angeles, the Bureau of Power & 
Light is finishing a u-mi. section of 
its third circuit to Boulder Dam. This 
runs only to Victorville switching sta- 
tion, but it will raise system capacity 
by 50,000 kw.—needed for this win- 


ter’s peak. 


Thunderbolt Insurance 


LIGHTNING ON THE SysTEM (p.24): For 
three years, lightning was under close 
study in New York, where the Empire 
State Building was picked as a labora- 
tory because of its height. These stud- 
ies have enabled engineers to under- 
stand lightning a lot better and thus 
to design better protective equipment. 
In California, this year, lightning dis- 
rupted service on an unprecedented 
scale. Surveying these events, W. C. 
Smith (engineer for General Electric 
at San Francisco) concludes that equip- 
ment, systems and the lightning itself, 
all vary with time. Hence, how much 
protection is justifiable is a question 
that can be answered only for the time 
being. His PCEA report urges con- 
tinual re-examination. 


Juice on Wheels 


A Dozen Duties For A GENERATOR 
SET (p. 27): A mobile generator set 
which Portland General Electric first 
intended only for use in system opera- 
tions has turned out to be of real value 
to the community. There was foresight 





behind its being equipped with loud- 
speakers, searchlights and what not, 
and when not urgently needed on the 
system it has been kept moving, doing 
good turns, making friends. 


Night Schooling 


A Poo. or SALEs EXPERIENCE (p. 30). 
Sales training conferences conducted by 
the Electrical Appliance Society of 
Northern California have aroused a 
great deal of interest among both ex- 
perienced salesmen and those who are 
planning to enter the profession of 
selling electrical appliances. The Cali- 
fornia State Dept. of Education has co- 
operated in this venture, schools sup- 
plying facilities for classes, and the 
Society contacted well-known people in 
the trade for conference class instruc- 
tion. 


Shown To Order 


SMALL APPLIANCES ARE ON PARADE 
(p. 29). Demonstration programs by 
P Gand E with dealers throughout cen- 
tral California are bearing good re- 
sults. Dealer benefits include increased 
sales volume on small appliances, a 
better knowledge of this type of equip- 
ment, and the development of a pros- 
pect list for future use. The utility 
is cooperating so well that any dealer 
investment only amounts to $15 or $25. 
A portable appliance demonstration 
center that can be easily moved and 
set up quickly is being used. 
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Cover: Peculiarities in California weath- 
er, notably recent prevalence of lightning, 
has lead to statements that the state's 
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by Harry Johnson, Pac. Tel. & Tel. wire 
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BeTWeell Trlls MONTHS COVERS 





Delegate 


NoTEBOOK p. 40). Bill Cyr, associate 
editor of ELectricAL WEsT was able 
to take in the NECA convention in 
Philadelphia, and beyond this the In- 
ternational Assn. of Electrical Leagues 
meeting in New York. From these im- 
portant sessions, he was able to bring 
back to the West tomes of material on 
what electrical leagues are doing else- 
where, what new ideas are about, and 
how sales trends are being met. 


Learn and Live 


INFORM THE JOURNEYMAN (p. 42). 
George Barker, manager of the Pacific 
Coast Electrical Bureau, thinks the 
journeyman can be of invaluable assist- 
ance in the progress of the adequate 
wiring movement. He wonders if there 
shouldn’t be a better educational pro- 
gram for the journeyman, and why this 
individual couldn’t be told of his ac- 
complishments more often. 


Showmen 


FaRMERS LIKE THEIR Fairs (p. 46). 
When a quarter of a million people 
attend your exhibit, you’ve got some- 
thing to show. Puget Sound Power & 
Light concentrated on rural electrifica- 
tion and in a series of booths at the 
Western Washington Fair proved to 
farmers and their wives that living 
might be made more comfortable and 
more economical with electrical equip- 
ment. From a model laundry to a 
model greenhouse, Puget Sound put on 
quite a show. 


Getting Around 


News OF THE INpUsTRY (p. 50). PG 
and E to spend $25,000,000 on 1940 
expansion ...... First contract for 
Bonneville power has been signed with 
Forest Grove, Ore. . .... John L. 
Wheeler appointed new Bonneville in- 
formation chief... .. P Gand E pre- 
pared to cooperate with California 
State Water Authority in distributing 


Shasta Dam power ...... Utah voters 
defeat two municipal power plans 
clseaeia Aaa Skagit PUD takes over Peoples 
Water & Gas property...... Idaho 


Power adopts 40-hour week ...... 
Charles Wilson and Philip Reed suc- 
ceed Swope and Young at G-E...... 
Robert St. John, well-known electrical 
engineer, dies in San Francisco. 
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1. even with the top ground down to within one- 
















sixteenth of an inch of the pin hole, a PYREX 
Pintype Insulator will still take four times its 
rated voltage safely. 
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2. AS FURTHER PROOF of the great dielectric 
strength of PYREX brand glass, no 
unit has ever been returned from service 
because of failure through puncture. 
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3. A NEW ENGLAND uTiLity in the path of the recent hurricane 
reports: “‘During the storm, a 3-phase short-circuit caused 
by some object falling across the wires blackened and criz- 
zled the surface of two of our PYREX Disc Insulators. 
Subsequent laboratory tests proved the only 
damage done was to their appearance. Both 
were still sound as a dollar!” 
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4. tH1is unique packing case developed by Corning* 
brings additional savings to PYREX Suspension In- 
sulator users. Hinged in the middle, it slides right off 
after the insulators have been hung in position . . 

saves installation time. Also saves about 4 lbs. a crate 
in weight ... cutting freight and other handling charges. 


* Patent applied for. 
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INVITATION 
TO POWER MEN! 


It’s open house at Corning anytime 
you’re nearby! Drop in and see how 
we make glass—and why PYREX 
brand glass makes better insulators! 


‘ -% d | “PYREX” is @ registered trade-mark 
+ and indicates manufacture by 
CORNING GLASS WORKS, CORNING, N.Y. 


Visit the Glass Center at the New York World’s Fair 

















































Your Judgment 


is backed by 92 Years 
of “KNOWING HOW” 






—when you approve the 
pliers and other safety 
equipment made by Klein 


Here, almost a cen- 
tury of experience 
works for you. It’s a 
unique production 
method where crafts- 


For the Man Who men who know how 
Does the Job Right handle each unit indi- 
e PLIERS vidually — where rigid 
tests check every prod- 
@SAFETY BELTS uct to insure a quality 
eSAFETYSTRAPS and uniformity recog- 
e CLIMBERS nized the world over 
° GRIPS sat 2A 
Considering the 
e TACKLES AND service and safety — 
HANDLINES and long life — Klein 
Write for tools are the logical 


Pocket Tool Guide choice of safety engi- 
neers as well as man- 
agement interested in 


overall economy. 


Ask Your Jobber 


es TEIN: Sons 





@ aliaeke] 


3200 Belmont Avenue 0, Illinois 








NEW PRODUCTS 


Photoflash Lamp (1201) 


Development of the world’s smallest prac- 
tical photoflash lamp, designed for use with 
all cameras except focal-plane shutter types, 





| has been announced by G-E’s lamp dept. at 


| Nela Park. 


| citron” 


| ticularly 


More 
“mighty midgets” 
of a suit coat. 


than two doz. of these 
can be carried in the pocket 
For its size it gives nearly 





a million lumens at peak of flash, and yet is 
smaller than a golf ball. It employs the 
bayonet-type base, and is so designed for 
rapid-fire loading and unloading in reflector 
equipments. A lacquer safety jacket protects 
the bulb both inside and out. 


Power Rectifier (1202) 


A single-anode power rectifier, the “Ex- 
type, has been introduced by Allis- 
Chalmers Mfg. Co. Instead of having all the 
anodes in one vacuum chamber, this unit 
consists of factory-assembled groups of rela- 


tively small vacuum tanks, each containing a 

















single anode and its individual cathode. The 
tanks, externally cooled by water, are gen- 
erally mounted in groups of six on a heavy 
structural steel frame. The “Excitron” is par- 
suited for application where the 
amount of available head room is limited. 


Circuit Breaker (1203) 


Approximately one-half the size of previous 
devices of the same rating is a new air circuit 
breaker recently introduced by Westinghouse. 


| Among the most important improvements in 


this new breaker is a “De-ion” arc chamber, 
which operates on either a.c. or d.c., and under 
normal operating conditions requires no main- 
tenance. Moving parts on the solenoid 
mechanism have been reduced to a minimum 


| number, the moving core being connected di- 


| rectly to the breaker operating level. 


Five 
sizes are available, covering a range of oper- 
ating currents. 
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No loose nut to drop. Hand: is free 
to work faster. No parts to lose. 


Specify Ilachburn 


ONE -PIECE CONNECTORS 


JASPER BLACKBURA 
PRODUCTS CORP. 


Main and Clinton Sts. ST. LOUIS, MO. 


BURNDY 


QIK-CONNECTORS 





KLINK 


_ BURNDY ENGINEERING CO 


, INC., 459 £.133 ST), N.Y.C. 
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sancano TvPe w-6 CURRENT TRANSFORMERS. 
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PERCENT LOAD 





The E.E.I. specified a metering current transformer, insulated for 
600 volts in 200, 400, and 600 ampere ratings, capable of carry- 
ing 150% load without undue heating, and with electrical char- 
acteristics which, with a burden of 5 volt amperes at 90% power 
factor, would not affect the watthour meter accuracy at any 
power factor from unity to 60% lagging more than plus or minus 
Yo of 1%. 

How the Sangamo Type M-6 Current Transformer meets and 
exceeds these specifications is shown in the watthour meter 
registration curve. Even though the variations are small, the 
ratio and phase angle curves have been so balanced in their 
individual trends, that they reflect a practically straight line 
meter registration from 5% to 150% load. 











OUTLINE DIMENSIONS 












































. ° ——¢ ° ° 
oz 2S Tue same special core material used 
7 ® 
| 3 10 in other Sangamo Current Transformers is used in the Type 
\ ic , 
200 & 400 2 4200 M-6. Operation of these transformers at values up to at least 
AMP. = 2.00" 4 5.00 
600 AMP: 22 2 cree n 150% rated primary current is assured without exceeding a 
12= APPROX | 








’ 55°C. temperature rise. The one-second thermal rating is 100 


times normal current. The mechanical rating is 250 times 


r normal current. The standard Sangamo secondary terminal 
6= 
3 


APPROX. block is supplied on all transformers. Weight, 10 pounds; 





height, 6% inches; length, 1234 inches; width, 5 inches. 


SANGAMO ELECTRIC COMPANY °°°%°22 


























The leading utility companies and 
“industrials” use PENN-UNION fit- 
tings to make certain of dependable 
connections. 


They know that every Penn-Union 
fitting is carefully designed and 
manufactured . . . thoroughly tested. 





Standard and 
Special types, 
for every need, 







Straight and 
angle. For tube 
and cable. 


All types; tub- 
ing or cable, 
or flat bar. 


These fittings are high conductivity 
copper alloy, with machined contact 
surfaces. 

More than 6.200 items in the Penn- 
Union line . . . for every type of elec- 
trical connection . . . including many 
NEW and IMPROVED fittings. Write 
for Catalog. 


NICHOLAS & COOK 


1063 HOWARD STREET 
SAN FRANCISCO 


J. W. WATKINS 


538 SKINNER BLDG. 
SEATTLE 


PENN-UNION ELECTRIC CORP., Erie, Pa. 


You'll find it in the complete line 


UNION 


Conductor Fittings 








Cutout (1204) 


A new low voltage cutout rated at 250 volts, 
100 amp. with interrupting capacity of 5000 
r. m. ss. amps., has been manufactured by 
Schweitzer & Conrad, Inc. The design in- 
cludes safety features, and flexibility in 


mounting methods not heretofore available. 
It is for use on low voltage distribution sys- 





tems to prevent needless transformer failures, 
to isolate faulty sections in an interconnected 


or “banked” system of secondaries, and to | 


protect against overfusing. 


Terminal (1205) 


A highly efficient electrical terminal for | 


joining two cables to a single terminal block 
has been presented by Burndy Engineering 
Co. Double clamping elements on each cable 
provide an extra factor of safety necessary in 











important installations. The body of the termi- 
nal shown is silver plated to reduce contact 
resistance, but this feature is optional. 


Chimes Transformer (1206) 


A new series of Chimes Transformers, with 
12-volt and 18-volt secondaries for connection 
to 115-volt circuits, has been introduced by 
the Jefferson Electric Co. Tynes are fur- 
nished with secondary lead wires or binding 
posts. The intermittent duty rating for all 





the 12 catalog nos. is 15 V. A., and these are 


furnished with standard mounting feet, or 
mounted on round or square, outlet box 
covers. 

Correction 


Illustration showing new wire-stringing pul- 
ley of Line Material Co. on p. 6, Nov. issue 
of Execrricat West should have been re- 
versed to show actual position of pulley on 
upper side of crossarm, instead of appearing 
as if it were attached to end of crossarm. 


| 


| 
| 
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Our Bank-by-Mail Service extends 
the facilities of this old, metropolitan 
Bank to every point where mail is de- 
livered. Both checking and savings ac- 
counts may be conducted with utmost 


safety and convenience. 


for free Bank-by-Mail kit containing 
all necessary forms, return envelope 
and simple instructions. 


CROCKER FIRST 


NATIONAL BANK 


oF SAN FRANCISCO 


Cakfermas OGaesl Walonal Kans 





Member Federal Deposit Insurance Corporation 





—F — 
THERE ARE “BESTS” 
IN EVERY INDUSTRY 


IN ELECTRICAL | 
APPLIANCES IT’S 


Aulomalic MIXMASTER 
Double Automatic (RONMASTER 
SILENT AUTOMATIC TOASTER 

Aulomatic COFFEEMASTER 
SHAVEMASTER 
FLAT TOASTER ¢ FAN HEATER 
GLASS COFFEE MAKERS 
WET-PROOF HEATING PAD 
MASTER PLUG & CORD SET 
MADE AND GUARANTEED BY 


CHICAGO FLEXIBLE SHAFT COMPANY 
5600 West Roosevelt Road, Chicago, Illinois 








316 Commercial Street, Los Angeles, Calif. 
224 S. W. Temple Street, Salt Lake City, Utah 
557 Market Street, San Francisco, Calif. 


50 YEARS MAKING QUALITY PRODUCTS 
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EDISON GENERAL ELECTRIC APPLIANCE CO., Inc. aa” Lim ! 
5612 West Taylor Street, Chicago, Illinois 
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Suspension Cutout (1207) 


A newly developed cutout, which is an im- 
provement over other suspension type cutouts 
in that it is designed to be suspended from 
the line insulator, is now manufactured by the 
W. N. Matthews Corp. It can be attached to 





aluminum 


either 
means of a copper lead, or either a copper to 
copper connector or a copper to aluminum 
connector. No special fuse links are required. 


copper or conductors by 


Switchboard Wire (1208) 


To permit fast, neat installations, a new 
Delta-beston switchboard wire insulated with 
purified asbestos and plasticized polyvinol 
chloride compound of the type used in 
Flamenol wire, is now offered by the G-E ap- 


pliance and merchandise dept. The new wire 
is extremely flexible, is very light, bulks up 
less, and is easily workable. Insulation will 
not break or crack at bends. It is available 
with solid or stranded-tinned conductors. 


Flexible Resistors (1209) 


Wattage ratings of inexpensive and handy 
flexible resistors are now being stepped up 
several hundred per cent through the use of 
fibre glass cores and braided coverings of the 
same material. Appropriately named Glas- 
ohms, these tiny resistors are manufactured 
by Clarostat Mfg. Co. They may be operated 





at temperatures up to 1000° F., or glowing 
red, without charring, burning or deteriora- 
tion, and are available in two sizes, in 1/16” 
dia. core, rated at 1 watt per body in., and 
1%” core, 2 watts. 








CUT THE COST 0 


With Greenlee Hydraulic Tools 


CONDUIT BENDING 
AND PIPE PUSHING 





Much time and money can be saved by 
using Greenlee Hydraulic Tools for bending 
Not only do they do the 
work faster, but they make a better job of 
it with much less effort on the part of the 
workmen. They are simple to operate and 
easy to take to the job. No. 770, shown 
to the right, bends all sizes of conduit from 
1Y,"" to 3". The larger size, No. 775, bends 
all sizes from 3" to 41/2" 
be furnished for 


conduit and pipe. 


Attachments can 


thin-wall steel conduit. 


Ask Now ] 
for 


COMPLETE 
DETAILS 











Hydraulic Conduit and Pipe Benders 


Hydraulic Pipe Pusher 


With this hydraulic pusher, one man can stand in a 
comfortable position and send pipe under streets, 
sidewalks, lawns, etc., simply by pumping the handles. 
It saves money and makes it unnecessary to do exten- 


Greenlee Tool Co., 1703 Columbia Ave., Rockford, IIl. 





sive trenching. Because of its 
compact design and simple 
construction, it is easy to 
set up and move about. 


Capacity for pipe up to 4". 
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Protective Unit (1210) 


Recently introduced by James R. Kearney 
Corp. is the Kearney Capacitor Protective 
Unit. This unit, which is merely the applica- 
tion of a Trip-O-Link Fuse Switch to a ca- 
pacitor, makes it possible automatically to 
short and discharge a condenser when the 
fuse protecting that condenser blows and 
removes the capacitance from the circuit. 
When the fuse parts, the spring actuated 





lower contact of the Trip-O-Link, which is 
rigidly mounted on the top of the condenser 
bushing, moves downward to engage a set 
of auxiliary, grounded contacts, and thereby 
shorts and discharges the condenser. Also 
a part of this unit is a standard Kearney 


Trip-O-Cap which protects the condenser 
from lightning surges and other harmful 


surge voltages. 


Vitrohm Resistor (1211) 


A new Vitrohm Resistor for operation of 
fluorescent lamps on direct current has been 
put on the market by Ward-Leonard Electric 
Co. These units, mounted in a small per- 
forated metal enclosure, are designed in ac- 
cordance with the specifications of lamp manu- 





Long flexible leads facilitate con- 


facturers. 
necting the units when mounted in any stand- 
ard fixture, wiring trough or channel. A 
plug-in type for portable use is also avail- 
able for 15 and 20-watt lamps. 


Novalux Protector (1212) 


A new safety device, which may be used 
by power companies on series street lighting 
circuits has been developed by G-E. Called 
the Novalux protector, this apparatus discon- 
nects the constant-current transformers when 
an open circuit occurs on the line. It mini- 
mizes the dangers from falling street lighting 
wires as it breaks the circuit within one-half 
second, thus operating before the wire has a 
chance to reach the ground. Completely en- 
cased is a rust-resisting, copper-bearing case, 
the mechanism and action are unaffected by 
temperature variations. 
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You Must Have Them, 
Make Them Look Respectable 


HUBBARD HAS THE ‘DRESS SUIT’ 


















Guy wires are essential, but they need not be unsightly or by eliminating sore spots in the landscape. Hubbard Guy 
dangerous. Guy wires ‘dressed up" with modern guy protec- Protectors are steel galvanized covers which completely black- 
tors are unobtrusive as well as serviceable. A good citizen out all wires, fastenings, and strands from sight. 


takes pride in attractive surroundings. If the appearance of his 


home is marred by old wooden type guy protectors, he may It is economical to use this Hubbard product. It does not 


feel unfavorably toward the company which serves him. For the rot, splinter or burn. Even though it is streamlined it offers | 


uncovered sharp edges are a constant hazard to his clothes, greater permanent visibility because it is galvanized. It is 


and to his children's hands when at play. But when a modern easy to install—hook it on, tighten one bolt and it's in place. | 


galvanized Hubbard Guy Protector is installed, his reaction 





; ‘ ee Public-Relations minded utilities NEED the Hubbard Guy 
can be fumed into valuable goodwill toward the utility. Protectors to avoid customer ill will. Order either the Slydon 

Many of the cities and towns you serve are campaigning to type or Loxfast type—but order NOW from your nearest 
make their communities more beautiful. Help them ‘spruce branch of the Graybar Electric Company or the General Elec- 


up" public thoroughfares, and make homes more attractive, tric Supply Corporation. 


















LEFT — Unsightly appearing 
guy wire. Dangerous sharp 
splinters and projections may 
tear clothes, cut children's 


hands. 









RIGHT—'"Dressed Up" guy 
wire. Hubbard Guy Protector 
covers all sharp edges—is 
unobtrusive, yet offers perma- 
nent visibility and protection. 
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| mounting on double cross-arms, it 


Disconnect Switch (1213) 


A new disconnect switch, ideal for small 
sub-station installations, has been introduced 
by the K. P. F. Electric Co. Designed for 
provides 


" 
Lon 
i 


Sica 


| a rigid stack with a fuse holder for drop off 
| to transformers or other equipment. 


The con- 
ductor is brought directly to the switch in- 


| sulator which serves as a deadend for the line. 


| Diffuser (1214) 


Developed particularly for illuminating areas 
where precision operations require continuous 
good vision, the “Protecto” Diffuser, manu- 
factured by the Goodrich Electric Co., is 


| radically different in design, using a deep- 
| skirted reflector, with a small globe that is 


concealed high above the bottom of the skirt. 


| Because the glass globe is not in the field of 
vision, it is possible to use a globe of very 





RELIABLE 
GROUND 
ROD 
CLAMPS | 


Still out 
in front. 


The first low price effi- 
ciently designed Ground 
Rod Clamp still offers a 
fine thread screw to apply 
a really high pressure joint, 
Everdur material through- 
out, and a body that 
springs slightly under stress 
so it will not vibrate loose. 
Hollow head set screws 
when specified. 


| stranded wires 
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OVER 25 YEARS SERVICE TO THE UTILITIES 
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| ciency. 


| other light 
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Protecto Diffuser 


transmission value for increased effi- 
Used with the Diskonect Hood 
(shown here) instant release of reflector, lamp 
and globe as a complete unit is permitted, 
without using tools or disturbing the wiring. 
This hood is available with Hevyduty threaded 
hood, finished in white-porcelain enamel. 


high 


| Wire Stripper (1215) 


A new power-driven, brush-type wire strip- 
per has been introduced by the Ideal Com- 
mutator Dresser Co. This unit greatly speeds 
up production work in stripping cotton and 
enamel, silk and enamel, string asbestos and 
insulations from round, flat or 
rectangular solid or stranded wire. It is espe- 
cially effective in cleaning fine “Litz” wires, 
in removing gummy insulation embedded in 
and in cleaning the new 
“Formex” magnet wire. Speeds of special 
steel brushes are synchronized through an 


| auxiliary, flat-belt drive which also operates 
| the vacuum exhaust. 
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Ammeter Tool (1216) 


A new tool development by the A. B. 
Chance Co. is made for use with the Weston 
Clamp Ammeter and makes it possible to 
measure current distribution on high voltage 
with absolute safety and to reach out for 
conductors that are otherwise hard to reach. 
The operation is simple—the ammeter clamp 
is open and closed by simply sliding the hand 
grip up and down the pole. The spruce pole 
is tested to withstand 75,000 volts per ft. 
for five min. Lever rod is laminated. plastic. 
Castings are aluminum. 


Downlight Units (1217) 


A new series of direct downlight units have 
been developed by the Wakefield Brass Co. 
Called the Plastic Directlights, they use a 
translucent plastic reflector as the reflecting 
surface, allowing light to pour upward to 
illuminate the ceiling area. An adapter 


socket is supplied on the 200 and 300 watt 
inside frosted lamps. Overall length is 11”; 
dia. 154%”. Other types, as illustrated, are 
available in semi-rigid hanger, and a larger 
size using 300 to 500-watt lamps. 


Steam Iron (1218) 


The improved “Streamline” Steem-Electric 
iron, made by Steem-Electric Corp. and dis- 
tributed in California by Consolidated Sales 
Co., circulates steam more evenly over the 
surface of a material than the company’s 
former model. Holes in the fore bottom of 
the iron, where the steam issues are now ar- 
ranged in a circle instead of a V formation. 
With streamlined shape and plastic handle, 
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» pes On 4 
A cusmon 7 
or STEAM 12) 


ay 


the iron holds one pint of water which lasts 
for three-quarters of an hour of steady iron- 
ing. It creates its own steam and dampens 
while being used. Presses right side of suit 
material without leaving shine—on artificial 
silks, rayon, etc., without injury. Will renew 
nap on upholstery, velvet dresses. 





ALL THE INSULATOR DATA 


YOU NEED... WHERE You 
CAN FIND IT EASILY, QUICKLY 


Engineers who have used the new Lapp Insulator 
Catalog report enthusiastically, “The easiest 
way to select insulators I’ve ever seen. If you 
want an insulator for a certain job, you look in 
the right section of the catalog and there’s all 
the dope—drawings, data, characteristics, speci- 
fications—describing a variety of suitable 
designs—and right along with them all the 
accessory hardware and equipment.” 


In designing this catalog we tried to do a job 
that would make engineers say just that. But the 
only way the catalog can do us—or you—any 
good, is to get a:ca@py within your quick reach. 
The coupon beflow;:filed*in with your name, 
and returned:t6: Lapp, ‘will bring you your copy 
of the catalog-—proutol: 
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ALL the STRENGTH 
and DURABILITY 
NEEDS DEMAND 


The superior tensile strength that only 
steel can give .... the ruggedness to 
withstand severe punishment... . the 
ability to outlast normal needs . . . Al! 
these are combined—with outstanding 
economy—in @rapo Galvanized Guy 
and Messenger Strand. 


Long life and low maintenance costs 
are characteristic of this time-tested 
product. Heavy, ductile, tightly-adherent 
zinc coatings, applied by the Crapo 
Process, provide lasting protection a- 
gainst corrosion. The inherent strength 
and endurance of the steel makes for 
dependable, maintenance-free service. 


Crapo Galvanized Steel Strand is 
readily available in all standard grades 
and sizes from representative jobbers. 


@Crapo Galvanized Products also include 
@rapo HTC-130 and HTC-80 Steel Con- 
ductors (Solid and Stranded 3-Wire), Con- 
struction Wire, Tie Wire and Ground Wire. 


INDIANA . 


STEEL & WIRE CO. 


MUN 
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“Tests Bulletin (1220) 


PRODUCT DATA 


Selector Booklet (1219) 


A 59-page “Quick Selector’ booklet, de- 
signed to help the user of electrical appara- 
tus in selecting the right equipment for a 
motor or lighting circuit, has been issued by 
Westinghouse. Safety switches, Nufuze  cir- 
cuit breakers and multibreakers with ratings 
from 25 to 600 amp. on alternating voltages 
up to 600, various types of panelboards, mo- 
tor-control devices and motors are featured 
in successive sections of the publication. Four 
pages of general application data contain 





NEC recommended installation practices, sim- | 


plified and tabulated for easy reference. 


Latest of catalogs to be published by the 
Cornell-Dubilier Electric Corp., is one devoted 
to the company's “Test-Mike" and -"Service- 
Mike” for a. c. motor starting, capacitor serv- 
ice tests. It covers such topics as the lock- 
rotor torque test, methods of making tests, 
selection of capacity value, making permanent 
repairs, checks on overloads, with additional 


| service notes. 


Okoprene (1221) 


An advanced cable design that eliminates 
braided coverings is Okolite-Okoprene. This 
new development in insulated electrical con- 
ductors is described by the Okonite Co. in a 
16-page bulletin that shows how this product 
is manufactured by the strip process. Advan- 


tages in design, operation and installation are | 
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listed, together with illustrations, diagrams and | 


complete details of the cable's physical prop- 
erties. 


Generators (1222) 


An 8-page bulletin on a.c. bracket-bearing 
generators is offered by Allis-Chalmers. This 
complete revision of a former booklet illustrates 
and describes the construction, application and 
operation of these units. It also includes supple- 
mental information pertaining to generator- 
voltage regulators and switchboards. 


Relays (1223) 


Plunger-type relays is the subject of a 20- 


| page bulletin just published by G-E. Outlin- 


ing seven economy features, the booklet covers | 


overcurrent, undervoltage auxiliary, instatan- 
eous and time relays, gives diagrams details 


| and application information. 


Rotary Switches (1224) 


Rotary switches, instrument and control, and 
indicating lamps are discussed in a new Roller- 
Smith catalog just issued. Diagrams and facts 
tell the story complete with illustrations, use, 


| construction and operation details. 
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REAL RELIABILITY 


LARGE SIZE 


AIR COOLED TRANSFORMERS 


@ Features that will save you money are to 
be found in large Jeffries air cooled indoor 
distribution transformers from 10 kva. to 50 
kva. capacity. Well ventilated sheet steel 
cases and large air ducts in coils eliminate 
all hot spots and assure dependable continu- 
ous, and economical performance. Case con- 
struction is simplified for easy, quick installa- 
tion. Write us today for details. 


JEFFRIES TRANSFORMER 
COMPANY 
5706 Long Beach Ave. 


Los Angeles, Calif. 





Vent-A-Hood kitchen ventilator 
equipped with a GREASE TRAP to 
keep ceiling and walls clean—a pat- 
ented centrifugal exhaust unit that 
forces cooking odors, steams and 
vapors out before they have a chance 
to invade the rest of the house . . 
Investigate this modern kitchen venti- 
lator before you build or complete 
your plans. It's new, modern efficient. 
Exhaust unit may be had separately or 
with the hood. Ask for illustrated 
folder. 







VentAxoo] 70. 


2808 COMMERCE STREET 
DALLAS | Dept. E) TEXAS 
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Ever See 
A Disconnect Door 
Like This? 












AY BE you have— if you’re with one of the 
M power companies who are already using them 
—and are cashing-in on the flexibility—interchange- 
ability of doors—of G-E fuse cutouts. 
Disconnect doors previously used a solid blade. But 
we’ve broken away from tradition. With this new door, 
you always know where the “‘blade’”’ is. The contacts are 
always protected from the weather. The lineman can tell from 
the ground whether the circuit is open or closed. And all 
current-transfer surfaces are silver-plated to maintain low 
contact resistance through years of service—at no extra cost. 
Best of all, this disconnect door fits all our 
indicating and dropout cutouts. That’s why 
we can say: 2 housings and 3 doors will meet 
80% of your cutout requirements. Ask your 
G-E sales representative for supplement to 
GEA-1993E or write Dept.6—201C General 
Electric Company, Schenectady, New York. 


sgiet 


Single- Two-element 
5 Kv 7.5 Kv element Reclosing Disconnect 


2 housings and 3 doors meet 80% of your cutout requirements 
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Insulators (1225) 


Vacuum process high voltage insulators and 
allied clamps and hardware for transmission, 
distribution, sub-station and special applications 
make up material for a handsome Lapp In- 
sulator Co. catalog. This 128-page publication 
thoroughly covers insulator manufacture, ex- 
plains various Lapp processes, gives diagrams 
and other pertinent information. Illustrations 
are excellent. 


Radio Coordination (1226) 


Modern equipment for radio coordination is 
the subject of a new bulletin by the Tobe 
Deutschmann Corp., describing their radio noise 
and fault locator, frequency multiplier and 
calibrator. Features are carefully explained. 


Steel Kitchens (1227) 


Steel kitchen cabinets are discussed in a 
booklet issued by St. Charles Mfg. Co., telling 


DISTRIBUTORS! 


We are seeking distribution for 





an exceptional room heater em- 
ploying "Black Heat" 
with automatic mercury cutout. 
Endorsed by 
leading utilities. 


principle 


Underwriters and 


Sells readily to 


dealers upon demonstration. At- 
tractive discount and territory 
protection. 


North American Electric 
Appliance Co., Inc. 
42 Pearl St. Buffalo, N. Y. 











_ YOUR DOOR 


* RECEIVING 
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Pats Win 5 Ore 


FAST FREIGHT 








OFFICES IN PRINCIPAL CITIES 








about complete kitchen units that may be 
designed to make an efficient smooth-running 
household. Full information is given on sink 
and counter tops. Various types of plans are 
offered together with illustrations that show 
interesting time and labor savers. Kitchen plans 
of your own may be submitted, and prepared 
plans of these will be returned by the company. 


Farm Aid (1228) 


“Farm Help from the High Lines” is a book- 
let by Westinghouse that cites figures which 
show how rural electric users have achieved 
substantial savings. Also shows actual pictures 
from farm homes to demonstrate how the “high 
line" is helping to solve many homemaking 
problems for farmers and their wives. Tables 
are included giving proper motor types for 
customary farm operations such as feed grind- 
ing or churning. 


Small Motors (1229) 


Describing shaded-pole and companion a. c. 
or d. c. series-wound motors of 1/125 hp. for 
unit heaters, fans, air conditioners, humidifiers, 
toasters, projectors, a booklet by Westinghouse 
includes well-defined illustrations of the var- 
ious motors, information about their operation, 
manufacture and improvements. 


Belt Drives (1230) 


Forty-six manufacturers of leather belting and 
motor bases have cooperated to produce a 
combined data book on automatic tension 
control, short-center, pivoted-motor, leather- 
belt drives. The book is planned after the 
standard V-belt drive data books, and pre- 
sents for the first time, advantages of these 
types of drives as compared to V-belt drives. 
Plant engineers will find it a valuable addition 
to their knowledge of individual machine drives 
and drives from motors to lineshafts. American 
Leather Belting Assn. sponsored the publication. 
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Air-Break Switches (1231) 


Air Break Switches, K-P-F types "'S", "R' and 
"UF" are described in a 26-page bulletin 
issued by the K-P-F Electric Co. Complete data 
on these three types are offered, and controls, 
interlocks and installation are given. Dimen- 
sional drawings, diagrams and illustrations more 
fully present this equipment. 


Water Heaters (1232) 


A Hotpoint water-heater catalog, presenting 
the 1940 line of round water heaters has been 
issued by Edison G-E Appliance Co., Inc. It 
features the new top finished in white, new ther- 
mostat cover, and the Hotpoint decal on the 
top thermostat cover. This catalog also intro- 
duces a line of Hotpoint round, monel heaters. 


Synchronous Motors (1233) 


Synchronous motors are outlined in a 52- 
page publication by G-E, which covers both 
high and low speed types, gives general con- 
struction, operating characteristics and rating 
charts. Applications of synchronous motors in 
various industries are included. Effective illus- 
trations make this booklet complete and inter- 
esting. 


Purchasing Guide (1234) 


An instructive guide to economical purchas- 
ing of modern switching equipment and acces- 
sories has just been published by James Kear- 
ney Corp. This 104-page bulletin lists, illus- 
trates and describes scores of types and styles 
of switches and cutouts. Diagrams and charts 
make this publication one of the most complete 
of its kind ever issued. 





SAVE TIME! USE THIS COUPON 


To keep posted, simply circle the items in which you are interested, 
cut out the coupon (it can be pasted on the back of a postcard) and 


mail to: 
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CONNECTORS 
AND 
COUPLINGS 
Cadmium Finish 
for Electrical Metallic Tubing 
B-M Connectors and 
Couplings make the neat- 
est installations. No nuts to 
tighten, just two squeezes 
with our Indenter and the 
fitting is securely fastened 
to the tubing. 








B-M fittings are so much 
lower in price that the sav- 
ings on the first job will 
more than pay for the In- 
denter required. Our tools 
and method of fastening the 
fittings to the tubing are 
patented, and we limit the 
license of our tools under 
these patents to the installa- 
tion of our fittings only. 

Listed by Underwriters _ 













No. 605. Price 


DISTRIBUTED BY: 

THE M. B. AUSTIN CO., Chicago, Illinois 
CLAYTON MARK & CO., Evanston, Illinois 
CLIFTON CONDUIT CO., New York City 





$1.35 


GENERAL ELECTRIC CO., Bridgeport, Conn. 
THE STEELDUCT CO., Youngstown, Ohio 


TRIANGLE CONDUIT & CABLE CO., Elmhurst, 
New York City 
ENAMELED METALS CO., Pittsburgh, Pa. 
NATIONAL ENAMELING & MFG. CO., 
Pittsburgh, Pa. 


BRIEGEL METHOD TOOL CO. 
GALVA, ILLINOIS 


HROMALOX 


Super-Speed RANGE 
Back up your UNITS 


range sales story 

with self-evident features of 
cooking economy and conve- 
nience. Sell Chromalox- 
equipped ranges—they have 
advantages that every house- 
wife wants. 














Use Chromalox units for all re- 
placements — they fit all ranges. 
— yn 














MONTGOMERY BROTHERS 
911 Western Ave., Seattle, Wash 
1501 N. W. Kearny St., Portland, Ore. 
61 Fremont St., San Francisco, Calif 
420 S. San Pedro St., Los Angeles, Calif 
PETERSON COMPANY 
1921 Blake St., Denver, Colo 


EDWIN L. WIEGAND CO. 
7540 Thomas Bivd., Pittsburgh, Pa. 
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Abbreviations 





Dear Sirs: 


From time to time there has been consid- | 
erable discussion in our organization regard- | 
ing the modern proper abbreviations to use 
for technical terms, such as kilowatt hour, etc. 

If you could straighten us out by furnish- 
ing us with a leaflet. giving present day cor- 
rect or accepted abbreviations, it would be 
appreciated. 

E. R. STAUFFACHER, 

Power Engineer, 

Southern Calif. Edison Co., | 
Los Angeles. 


acre-foot..... . acre-ft. 
alternating current......... a.c. 
ampere....... Been eats amp. 
average avq. 
ee eee bbl. 
boiler horsepower spell out 
brake horsepower............. -hp. 
British thermal unit......... B.t.u. 
calorie..... Pia aaters ania : cal. 
candlepower................ cp. 
COMTNBTOE. coc ccc cc ccccccvace cm. 
circular mil..... he ee eee Se. cIre.mil | 
ROOT er er ee cu.ft. 
ere cu.in. 


(cu.ft. per sec.; or sec- | 
ft.; NOT f.p.s.) 


cubic feet per second..... ei 


degree......... ..deg. (or ° in tables) 

RS ae ee spell out 

Geet CUTPONE:, .<. 02. ccccess d.c. 

electromotive force........... emf, 

cia scakwcaknntex « El. | 

feet per second.......... ‘ ft. per sec. 

Figure (only as title of 
illustration) ............. ry. 

GEE EP a ate ft. | 

foot-candle............. spell out | 

foot-pounds..... a ft.-Ib. 

PAGO APS Bee gal. 

horsepower............... sais | 

horsepower-hour............ .. hp.-hr. 

I nda Guncadic tu dwis ake aase-2 . br. 

DET cout Gavcccsneeessass .. in 

eat alias ain aan vin'0'd'n 6 ky. 

kilovolt-ampere.......... es kva. 

Eee kw. 

kilowatt-hour.......... ; kw.-hre 

Nhe Siddan townevc vs ‘ mi. 

mile per hour..... Pinkweaes m.p.h 

“ee os .. min. 

0 er : Ib. 

pounds per square inch.... Ib. per sq.in. 

revolutions per minute... r.p.m. 

eee Fecksasaeswave ces ea. 

square yard......... ; sq.yd. 

oS spell out 

NE cate eles a8 me spell out 

NS Cl hc aeesaeeeu's spell out 

NCS oO san opin edwn ie ad spell out 

eas 80-6-s5 Tew eahas | 

neues dcwascecaceisas yr. 


Compound abbreviations should not be spaced: 
B.t.u., not B. t. u.; cu.ft., mot cu. ft.; Am.Soc.C.E., 
not Am. Soc. C. E.; A.S.M.E., not A. S. M. E. 





Abbreviations for plural terms should be the same 
as for singular terms, thus: kv., not kvs.; kw.-hr., not 
kw.-hrs.; in., not ins.; Ib., not Ibs. 


It certainly would be a fine thing if 
all engineering organizations would 
standardize on abbreviations. The above 
list gives a few technical terms as taken 
from the McGraw-Hill style book. These 


forms are used by our publications. 


A leaflet containing abbreviations 
of technical terms was once _pub- 
lished by Exectrica, West but is 


out of print we are sorry to say. 
Any other readers been bothered by how 
to abbreviate ?—Ep. 












Figure the 
possible SAVING 





Y 
You'll find 


it pays to use-- 
Tips Tap Clamps 













AS LOW AS 
PER CLAMP 


Consider the revenue 
lost when service must 
be interrupted to make 
cold taps. Consider the 
extra time required to 
clear the line and erect 
grounding equipment, 
and compare this with 
the cost of doing the job hot with Tips 
Tap Clamps and Tips Grip-All Clamp 
Stick. Consider, too, the possibilities of 
repeating this performance, and you'll 
find it pays to use Tips Tap Clamps made 
in a complete range of sizes and types 
for all jobs. 


WRITE FOR DETAILED 
BULLETIN NO. 1500T 


: 
INDUSTRIES] 


A-B-CHANCE CO- «rm 


MISSOURI 
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Effective January 1, 1940, Underwriters Laboratories, 


Inc., requires that the resistance of the armor, in 14-2 





armored cable, be not more than 114 ohms per 100 ft. 
of cable, other sizes proportionately. 

Triangle hails this ruling to be an effective contri- 
bution to the saving of life and property. 

For years engineers have sought an armored cable 


assembly that is 


100°. SAFE 


—one that effectively eliminates the personal and property 








hazard due to varying resistance. 
—one that provides complete protection to the wiring circuit 





| IT MUST BE RIGHT! | 





in the event of accidental ground or short. 


Reg. U. S. Pat. Off. “pit ja 
- 24 —one that INSURES a low resistance path to ground. 


Research and experiment showed that by tightening the interlock of 
the convolutions, resistance was lowered but rigidity increased, whereas 
the whole point of armored cable is its flexibility. Further experiment 
showed that while coil tests showed fairly low resistance, installation tests 
revealed a marked increase in resistance, due to flexing of the cable. This 
led to Triangle’s definite conclusion that for complete and unvarying 


protection the convolutions must be bonded together. Beginning Decem- 





ber Ist, Triangle goes into production of that form of cable. 
Triangle Double Bushed and Bonded Armored Cable accomplishes this 
necessity by means of a tinned copper wire BRIDGING EACH CONVOLU- 
eS TION. This is a bond wire —not a ground wire — and cannot 





be confused as a third leg or a neutral. 





fests conducted by Triangle engineers and reinforced by 
tests of outstanding testing laboratories, prove conclusively that 
Triangle Double Bushed and Bonded Armored Cable gives com- 


plete protection when installed in accordance with rules of the 





National Electrical Code. 
Note the ease of stripping and installing then read its eight 


outstanding features: 


TRIANGLE CONDUIT 
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POs DEY BE 
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TRIANGLE 


DOUBLE-BUSHED AND 


BONDED 
ARMORED CABLE | 


(HOT DIP GALVANIZED ARMOR) 
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BOND WIRE By means of Triangle bonded con- 
struction and without the slightest 
sacrifice in flexibility, now, for the 
first time, you can secure, in all 





sizes: 
Over the familiar twisted wires, note the cross-crinkled heav- 
kraft paper. This provides a continuous waterproof sheath of — 
high dielectric strength. The lapped edges and the crinkle assure aint: tilts vied iamnenien 
positive, unbroken protection for the wires, even on sharp bends. ci - 
This paper formation enables the armor to be stripped with ease. 2—- A DEFINITE guaranteed resistance per 
unit length of armor 
BOND WIRE 3—A LOW resistance path to ground 
it — An ASSURANCE that the fuse will open 
when grounds or shorts occur 
p f 5—A PERMANENT provision against “hot 
To insert bushing after stripping the armor from the conductors, spots” 
slip the improved bushing over the cross-crinkled paper and the 
tinned-copper bond wire. 6 —An INSURANCE against overheating of 


the armor 


BOND WIRE 






7—A KNOWLEDGE that the service fuse« 
will blow if branch cireuit fuses are 
jumped 

3b—A PROTECTION against rust and cor- 
rosion by the Hot Dip process of ap- 


rm 
aM 






U.S. PATENT — 1782787 
— 1940225 
° P ’ plying a 100% pure zine coating 

Tear off the paper and snip the bond wire and there you are! — 


Double bushed and bonded where protection is most needed. 


It is approved by Underwriters’ Laboratories 


and bears their label. 


NO SACRIFICE IN FLEXIBILITY! This to Trlangle's contribution to Publ 
NO SACRIFICE IN EASE OF INSTALLATION! = wnace™en 


HORACE HARDING & QUEENS BOULEVARDS 
& CABLE CO., ING. ELMHURST - NEW YORK, N. Y. 


Pacific Coast Division: C. C. Hillis, Vice-President in Charge of Sales, 390 Seventh Street, San Francisco, California 
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ELECTAH’S 


sewal cont 


WUSB! 


Selling An Industry 


“W HAT are these, recipes?” I 
asked Electra as I picked up 
a thick bunch of pages which 
had been neatly clipped from current 
magazines. I should have known better, 
for the bundle had been placed sus- 
piciously close to the arm of the easy 
chair from which the losing side of most 
family arguments is waged. 

“No dear,” Electra purred with a sly 
look that would have been worthy of 
Gertrude Lawrence in her new play, 
Skylark. “They’re ads—automobile ads 
I’ve been saving for you. You see our 
car———"” 

“Is only three years old,” I exploded. 
“It’s gone less than 40,000 miles; the 
tires, brakes and battery are good. It 
might need a new paint job and the en- 
gine hasn’t got the snap it had when the 
car was new, but we can drive it another 
year.” 

“T know it’s silly to even think about 
it,” Electra said in that honeyed tone 
that implies resignation but means that 
the argument is just starting. “But the 
Johnsons just bought a new Packard 120 
and I thought we might just as well look 
at some of the new cars ourselves. So 
I started reading the advertisements and 
saved the best ones for you. Read that 
Buick ad on top.” 


“T don’t want to read any of them,” 
I said petulantly. “But since you saved 
them I will.” 


Electra had done a good job. The 
bundle of pages held forth on the vir- 
tues of all of the new models—Ford, 
Mercury and Zephyr; Plymouth, Dodge, 
De Soto and Chrysler; Chevrolet, Pon- 
tiac, Oldsmobile, Buick, LaSalle and 
Cadillac; Packard; Studebaker; Nash 
and the rest. I wasn’t even suspicious 
of the preponderance of Buick pages. 
As I read them I marveled at the sales- 
manship, both direct and subtle, at their 
ability to create desire, provoke dis- 
satisfaction. And I thought what smart 
salesmen these fellows are. No wonder 


there are 22.000,000 cars in the U.S.— 





three for every four 
families. No won- 
der they sell 4,000,- 
000 every year. Then 
the purpose of all 
this struck me. 
“Electra, I’m glad 
you saved all these 
ads,” I said. Strik- 
ing the pile of pages 
with my fist, I went 
on, “Right here you 
see an example of 
the greatest cooper- 
ative advertising 
campaign this coun- 
try has ever known. 
If the electrical in- 
dustry only had the 
brains and _perspi- 
cacity to do something like this, 2,- 
000,000 refrigerators or a million ranges 
sold in a year would be peanut busi- 
ness. We could double or treble our 
sales.” 
“Now don’t get excited,” Electra 
cautioned. “What do you mean co- 
operative advertising? Aren't all of 
them trying to sell their own cars?” 


“Yes,” I replied. “But they are do- 
ing more than that. They’re selling 
automobiles, luxury riding, comfort, the 
pleasures of the countryside. Why I'll 
make you a bet. If I leave the car names 
and the trade references out of these 
ads, you couldn’t tell me which one ad- 
vertised which car. They all talk the 
same language.” 

“T’ll bet I can,” Electra said. “You 
just try me.” 

“T will,” and I picked up the page 
that was on top of th» pile, being care- 
ful to hide it from her keen eyes. 
“Listen to this ‘From sealed beam head- 
lights to tapering back, the new 
is streamlined to literally bore a hole 
through the air. Even lowest price 
models flash you from 15 to 50 m.p.h. 
in 13 sec. flat, high gear.’ ” 

“That’s easy. It’s Ford,” 
guessed. 


“Guess again. It’s Nash,” I gloated. 
“Try this one ‘From the start, this big, 
luxurious car has given its owners more 
downright riding comfort—more swift, 
sure-footed power than they believed 
possible in a car at ’s low price 
—and all with an economy of operation 
surprising in any car at any price. 
Finger-tip gearshift mounted on the 
steering column for convenience and 
quiet. Big hydraulic brakes—easy, 
quick, sure. New controlled ventilation 
for all-weather comfort without drafts. 
New interiors—8 beautiful body colors 
—choice of tailored upholsteries. Wide, 
roomy bodies—all sedan bodies seat six 
in comfort. New sealed-beam headlamps 
for greater comfort and safety in night 
driving... .’” 


Electra 
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“Stop, I’ve got it,” Electra inter- 
rupted. “It’s Olds.” 

“You’re wrong. It’s a Mercury,” I 
chided. “I'll give you one more chance. 
Guess this: “Bigger and better in every- 
thing. More size! More style! More 
power! More luxury! More comfort! 
More safety! . . And with all these extra 
advantages even bigger savings in gas, 
oil and upkeep. They’re bigger and bet- 
ter buys... .’” 

“That one’s easy. It’s Buick,” she 
stated with emphasis. 

“Nope, its Oldsmobile,” I said. 
“What did I tell you? We could keep 
this up as long as these ads held out. 
But it isn’t their advertising alone. 
Their salesmen all tell the same kind of 
a story. You don’t hear any knocking 
or back-biting. They want to sell you a 
car.” 

“What do they do in the electrical 
business? If you go into a store and ask 
about a make of refrigerator other than 
the one they handle, what do they tell 
you? ‘You don’t want that brand. Why 
next year it may be an orphan! Look at 
the Whosis and Whatsis. They were 
okay a couple of years ago and now 
where are they. Now our new Phantom 
is just what you want. There isn’t an- 
other that can compare to it for low 
price. We'll give you more than any- 
body else for your old icebox and you 
can name your own terms. Don’t look 
at anything else. Buy ours.’ They don’t 
tell you that electric refrigeration is one 
of the most important services in your 
home; that it saves you money, protects 
your family’s health or that it pays for 
itself. They never admit that all elec- 
tric refrigerators are good. You stop 
any man on the street and ask him if 
any make of automobile is a good buy 
and he'll probably say to you, ‘Any 
car’s worth the price you pay for it 
today.’ That’s the kind of a selling job 
these automobile people have done.” 

“Why dear, do you know the Buick 
salesman told me something like that?” 
Electra stated. “When I told him that 
you were keen about the Lincoln Zephyr 
he said, ‘Your husband knows good 
automobiles. He couldn’t go wrong on 
that car, but...’ Then he went on ——” 


“You were talking to a salesman?” I 
cried. “When was that? What did you 
do that for? We aren’t going to get a 
new car. Did he make you an offer on 
our old car?” 

“No, he said we could talk about that 
later,” Electra answered with a sly 
smile. “He’s going to bring a new 
model around Sunday morning and let 
us use it all day. Why don’t you ask 
him then?” 

“Maybe I will. Now if he would give 
us about $525, we might . . .” 

“Get a new one,” Electra laughed, 
knowing she had won. 
































LOAD SURVEY WHEN YOU BUY 


C-S:-P DISTRIBUTION TRANSFORMER 
MAKES ITS OWN LOAD SURVEY 


It's much simpler to see whether or not a light is burning than to 
take complicated readings with instruments. And that’s the way C-S-P 
makes its own load survey — without cost. 

When the signal light comes on, you know that safe loading has been 
exceeded and it’s time to do something about it. Best of all, this automatic, 
cost-free load survey is continuous — working for you 365 days a year. 

In addition C-S°P’s give you these other money-saving features — 


1. Savings up to $7.50 on every installation 


C:S°P’s cost less to install simply because there is less equipment to install. 
One self-contained package instead of separate transformer, arresters, 
fuse cutouts and fuses. 


2. Fuse outages 100% less 


Because there are no fuses in C*S°P, there can be no fuse outages. Best 
available records show that fuse outages average from 5% to 10% for 
conventional transformers. 


3. Maintenance cost greatly reduced 


Compare the cost of replacing damaged arresters, fuses, cutouts or an 
entire transformer with the simple reclosing of the C*S°P breaker. That's 
why C°S°P’s cost less to keep in service. 


4. Aservice record that speaks for itself 
C:S°P’s are reliably performing all the functions for which they were 
designed. These include: 
Complete self-protection against lightning. 
Complete self-protection against burnouts from overloads. 
Complete self-protection against burnouts from short circuits. Bi 
Complete self-protection against service interruptions from fuse outages. 
Compare this record with your own knowledge of the performance of 


conventional transformers. 838 Power Companies, large and 
small, are using C-S-P’s today. 
FOR MORE INFORMATION They are finding that every C-S-P 
Facts like these are important to you. They have a direct Their Saadiaaia aes eames al 
bearing on your company’s balance sheet. Get the whole evidence presented here — proof 
story. Call or write your nearest Westinghouse office. of money saved. 


J-70191 


Westinghouse Transformers 
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Short Arcing Time 
b. No Contact Burning 


ce. Less Oil Carbonization 
d. No Oil Throw 





There are hundreds of Pacific Electric breakers in use 
today that can be modernized with our Expulsion Cham- 
bers—at far less cost than replacing those breakers. 


Now older breakers can have added safety and ade- 
quate capacity to meet present-day conditions—plus a 
remarkable improvement in operating characteristics. 


One large utility has just placed orders with us for 
rebuilding ALL their old P. E. 69-kv. breakers. That makes 
a total of 132 old P.E. breakers which have been rebuilt 
since our introduction of the Expulsion Chamber. 





Old breakers which do not extinguish arcs quickly are 
costly to maintain. They may cause serious trouble. So 
let our Expulsion Chambers and our 32 years of special- 
ized manufacturing experience be your assurance of more 
safety, more reliability and excellent improvement in line 
protection—at a saving in maintenance. 


For complete details about rebuilding breakers, write 
today. 


Pacific Electric Mffe. Corporation 








5815 Third St.. San Francisco Dunes Highway, Gary, Indiana 
C. H. Cutter, G. B. Kirkwood Urban N. Halliday 
1006 Securities Bidg. 437 S. Hill St. 230 U.S. Nat'l Bank Bldg 
Seattle, Wash. Los Angeles, Calif. Denver, Colo. 


Representatives in Other Principal Cities 
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ERE living in such a changing 

state that the events and con- 

ditions about which we are talk- 
ing right now will become history by 
the time we step out of this room. That 
constant change in affairs is the reason 
why advertising and so-called public re- 
lations are subjected to such a tremen- 
dous challenge from within and without 
the industry today. 

While conditions are rapidly revolv- 
ing about us, our objective never 
changes. It continues to be the desire 
to be understood. We aim to be articu- 
late under any and all conditions. To 
do so we must apply the principles of 
advertising to every problem and to 
every situation. 


Today, public relations are being 
called upon in increasing measure to do 
the job before us. Before we go too far 
into a discussion of public relations, 
however, may I suggest that public 
relations bear about the same relation- 
ship to a group organization, such as a 
company, that personality bears to the 
individual. Both lend themselves to the 
same misinterpretation. We say a cer- 
tain individual has no personality. That’s 


wrong! An individual does have per- 
sonality by virtue of his actions and 
by virtue of his very being. 

Likewise, a company innately has 


public relations as a result of its very 
existence. Those relations may be good 
or they may be negative. But funda- 
mentally they do exist. 

There are several ways in which we 
try to exert a positive influence for 
good reactions among our customers. 
These are time honored and recognized 
as sound. They are resultful in their 
way. They constitute the principles 
upon which institutional advertising is 
founded. My company carries on an 
extensive program in this regard: com- 
munity and civic activities are pro- 
moted; tourist editions of the news- 
papers are actively encouraged; all 
worthwhile endeavors within the region 
served are given positive aid and assis- 
tance by contribution or personal sup- 
port or both. 

The employees of the company are 
knit together in a congenial, informed 
body by means of the monthly company 
house organ called Lines. This is a 24- 
page publication which carries news of 
the company doings everywhere and de- 
votes a major section to items of an ex- 
treme personal nature such as a small 
town newspaper might carry. For ex- 
ample: “John Jones is entertaining 
guests from out-of-town and his home 
buzzes with excitement and parties these 
days;” “Axel Axelson has a new baby 
boy, born Saturday, weighing 8 lbs. 
1134 oz. Axel Jr. is future timber for 
the line department,” etc. These, by the 


ELECTRICAL WEST 


way have been found to constitute the 
most interesting part of Lines for the 
employees. 

In addition, we publish monthly a 
customer magazine which is enclosed 
with each bill. Its endeavor is to tell 
the utility story, and it is a means of 
demonstrating further interest in the 
customer's welfare and our desire to 
render good service. 

Other media are, of course, utilized 
to the fullest extent; radio, billboards. 
street car cards, direct mail, novelties, 
window displays. show cards, coopera- 
tive displays, and parade floats. Each 
has its place and a definite relative 
value in the whole scheme of advertising 
and building good will. 


Now we gome to the question-—what 


tained as accurate a section of 
customers thought, we might take im- 
mediate steps to correct the negative or 
unfavorable opinions—this to be done 
through service contacts. 

Possibly we should re-name and re- 
define Public Relations. Call it, perhaps, 
Customers’ Advisory Service. Let’s mark 
its functions in terms of anticipating 
customers’ desires for personalized, in- 
dividualized acts of expressed good wil! 
and of genuine interest on the part of 
the company. 

As an individual you are possibly im- 
pressed by another individual not so 
much by his good intentions as by such 
of his accomplished acts as appear to 
your interests. In our Lines magazine. 
the section called “Party Lines,” is just 


cross 


What's New? What's Up? 


Both utility employees and customers want 


to know what’s going on around them 


By M. A. Rowley 





is the flaw in our industry’s program 
that has left us vulnerable? The efforts 
named have been carried on consistent- 
ly, and conscientiously for many years. 
We must grant that they have been 
positive, dignified. in good taste, and 
in the vanguard of the best advertising 
efforts in the country. 

What, then, is lacking? Something 
has not been done, otherwise the indus- 
try as a whole would not be attacked 
on so many fronts. Is it information? 
We in the utility industry might make 
use of and employ the advantages of 
the sampling method to determine what 
our customers are thinking about us. 

What about contacts? Having ob- 


like the country party line telephone 

everybody can listen in, and learn what 
is happening among fellow workers. 
If we can devise a medium to get as 
close to our customers as these friendly 
items, which are the integral part of 
every country newspaper, then we'll 
have something. I am pretty sure we 
can, if we establish coordinated effort. 

Success in this lies through a closer 
union between the efforts of our adver- 
tising endeavors and those of related 
departments of the company organiza- 
tion. Advertising and publicity men are 
in the midst of the rapidly changing 
conditions of a modern world. 

Utilities are slow to use the best ef- 
forts of their advertising staffs. How 
frequently do company employees lack 
knowledge of an important institutional 
advertisement. What do they know of its 
background? This lack of coordinated 
effort, and failure to recognize the need 
for every employee to be fully in- 
formed on every company situation is 
somewhere near the seat of our troubles. 
People really feel a greater personal 
interest when they know what is going 
on around them. 

I wonder then, if we shouldn't give 
more attention to these four considera- 
tions in our approach to this public 
reorientation problem. Surely they will 
lead us in the right direction; at least 
closer to the hearts and minds of people. 
both within and outside the company. 





Double towers along the Washington shore of the Columbia River carry Bonneville's most strategic circuits to Vancouver, Washington 


BONNEVILLE’S TWIN - CIRCUIT BACKBONE 


When the Columbia River crossing from Bonneville 
power plant to the Washington shore was strung, Nov. 14, 
the initial section of Bonneville transmission was completed. 
This is the 374%-mi., 230-kv., double-circuit “backbone” 
from the plant to Ampere substation near Vancouver. 

Surveyed early in 1938, the line occupies a 300-ft. 
right-of-way which traverses timbered hills and farmlands 
lying along the river’s northern shores. Its route was chosen 
for protection from eastward gales and winter sleet and 
was moved far enough north to keep it from desecrating 
the scenery of Columbia Gorge. 

The circuits are on separate towers, there being 374 


Towers 321 ft. high carry the circuits across the river at Bonneville. 
As viewed here, the plant is in the background, river behind observer 








towers in all. Normal capacity of each circuit is figured 
at 100,000 kw., but each is designed to carry 250,000 kw. 
for short periods. Only two generators, 86,400 kw. are 
installed at Bonneville now. 

Towers are of the narrow-waisted, rotated-base type of 
construction. Conductors are 795,000-circ.mil ACSR, 
equivalent to 500,000-circ.mil copper. 

Fritz Ziebarth is the contractor. His present activities 
center around extension of the system from the Ampere 
substation to St. Johns substation at the northeastern edge 
of Portland. Between these points the line will cross the 
Columbia on 500-ft. towers. 


Towers are similar to those used at Los Angeles, except for absence 
of ground wire horns (compare with opposite page), note rotated base 
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Although the Los Angeles Bureau of Power & Light 
receives 240,000 kw. (rated) over its first two circuits from 
Boulder Dam, load has grown so fast that extra capacity 
would be desirable for this winter’s peak. Hence 1,800 
men are at work on the Bureau’s third circuit, endeavoring 
to complete a 75-mi. section for energizing early this month. 

This section spans desert and mountainous country from 
Victorville switching station to a receiving station in San 
Fernando Valley, toward the northern end of the system. 
Completion of the section will increase transmission 
capacity by 50,000 kw. 

When the entire 258-mi. third circuit is completed to 
Boulder later in 1940, 150,000 kw. will be brought in. 

So favorably do Bureau engineers regard the performance 
of the first two circuits (energized in October, 1936) that 
no important changes are being made in the third. Towers 
are the same (except that for 41 mi. the first two circuits 
are carried on double-circuit towers), voltage is 287.5 kv.., 
conductor is hollow copper, and the line is protected with 
overhead ground wires and buried counterpoise. It is being 
built by Bureau crews. 

While traversing a slightly different route—in order to 
carry power to the north on the Los Angeles end, and in 
order to achieve geographical separation through lightning 
areas—the third circuit meets the first two at Boulder and 
at the intermediate Silverlake and Victorville switching 
stations. 

At present, all 431 towers in the 75-mi. section are 
erected and the burying of counterpoise is completed. 
More than 90% of the overhead ground wire has been 
.strung, and conductor stringing is past the half-way stage. 
Construction was begun June 9. 
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Last of the 431 towers in the 75-mi. section between Victorville 
and San Fernando Valley. At right is the new Receiving Station E 


LOS ANGELES’ THIRD BOULDER CIRCUIT 


Bureau engineers dusted off a lot of special equipment which saw (Center) Tractor-drawn plow which buries and covers counterpoise wire 
action in 1936. lHollow-conductor tensioning rig is operating at left in one operation. (Right) Additional switching equipment at Victorville 
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OTH manufacturer and operator 
have for years been interested in 
finding s of preventing, so 
far as economica ible, damage 
from lightnin 

An especiall 
toward this obj 
understanding of th 
ning. 

Through the use of 
eras and automatic oscil 
formation of lightning strokes 
tiple-stroke phenomena have be 
vestigated. Additional valuable 
formation as to the magnitude, fron 
and length of current and voltage waves 
resulting from lightning discharges has 
been accumulated by the use of the 
cathode ray oscillograph, the curve- 
voltage recorder and the surge-crest 
ammeter. 

As a result of this better understand- 
ing of the actual character of lightning, 
it has been possible to devise very ef- 
fective safeguards to both apparatus 
and service. 

One of the most vulnerable parts of 
the electrical system is the overhead 
transmission line with its relatively 
great exposure. System outages on the 
overhead lines can now be very largely 
prevented through the use of: (a) over- 
head ground wires, (b) counterpoise, 
(c) expulsion protector tubes, (d) 
ground-fault neutralizer coils, (e) high- 
speed relaying. 

Investigation has led to special pro- 
tective equipment for the station rotat- 
ing apparatus, cutting down materially 
the lightning stresses to which the gen- 
erators may be subjected, thereby pre- 
venting costly shutdowns. 

On the distribution system, virtual 
immunity from transformer failures and 
interruptions to service are being ob- 
tained through the use of the most mod- 
ern valve-type arresters, particularly 
where interconnection is made between 
the ground terminal of the primary ar- 
rester and the neutral of the secondary 
thereby directly shunting the trans- 
former insulation to be protected. 




















































Coast Conditions 


Along the West Coast, government 
records show a minimum number of 
thunderstorm days, averaging 4 or 5 per 
year, as compared with 70, 80 or 90 in 
many other portions of the country. As 
insurance, lightning protection is justi- 
fiable when the carrying charges on 
the protective equipment do not greatly 
exceed the cost of damaged parts of ap- 
paratus and labor of replacing them. 
plus a proper evaluation of the service 
interruption to the consumers. 

Lightning damage to electrical ap- 
paratus in California is a large annual 
figure, but as a percentage of total sys- 
tem investment, it is not especially seri- 





ous. If storms were confined to defi- 
nite areas, the answer would be an easy 
one. Unfortunately, however, they are 
very spotty as to location, thereby com- 
plicating the problem of deciding upon 
proper protection. 

new inventory of the lightning 
st be made periodically, 
out vulnerable lo- 
wpe more and 


added. 


situ 
particularly 
cations. New lines, 
more area, are continual] 
Service interruptions are bein 
cized more severely by the public an 
must therefore be evaluated at higher 


Unusual Weather? 


past season in California a 
as regards lightning? Can 
dent that it will be many 
ike one will occur? 

records indicate 
Since 1905, there 
yard, long-time 
ba in the num- 
e-causing 
Ww ex- 


years before 

Weather B 
negative answers. 
has been a definite, 
trend in northern Califo 
ber of so-called “fores 
thunder-storms”, the average 
ceeding the 1905 figures by ove 
Also, records still indicate a de 
correlation between sunspot cycles an 
the number of thunderstorm days per 
year. Still more pertinent is the fact 
we are now on the increasing portion 
of a 9- to 1l-year cycle, and that this 
year the number of “forest-fire-causing 
thunderstorms” broke all California 
records. The number of forest fires 
caused by lightning was 1,510. 

On the average there are one to three 
storm days per year around San Fran- 
cisco Bay. Similar records show an 
average of four or five in the foothills, 
running up to 25 or more at higher al- 
titudes. There is a somewhat uniform 
increase with altitude up to 4,000 ft., 
then a decrease up to timberline. 

New tools for the study of lightning 
have been referred to. Through their 
use, it has been ascertained that a direct 
stroke may involve currents as high as 
200,000 amp., rising at the rate of thou- 
sands of amperes per microsecond. Be- 
cause of the fact that the cloud is not a 
continuous conductor but has its vol- 
ume charge on water drops separated 
by minute gaps, the lightning strokes 
are often multiple, consisting of as 
many as 40 discharges involving at 
times a total period approaching 1 sec. 
Occasionally a reversal of current has 
been recorded in these multiple dis- 
charge strokes, probably due to various 
tappings of positive and negative ac- 
cumulations in the cloud. 

A three-year investigation covering a 
considerable number of direct lightning 
strokes to the Empire State building in 
New York City has recently been com- 
pleted, and reported to the Franklin In- 
stitute. So much new information came 
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out of this study, as to the nature of a 
lightning stroke that I am sure you will 
be interested as I was, in the following 
brief news-release of this lecture by Dr. 
Karl B. McEachron, G-E research en- 
gineer, Pittsfield, Mass. 

Three-year records were made of 68 
direct hits on the Empire State Building 
Photographs and other records made of 
these strokes often revealed that the 
leader stroke, or upward streamer, 
started up from the tower of the build- 
ard the clouds to be immediately 
ccessive flashes from the 
ame path to the 


follo 
sky over exac 
tower. 

The Empire State  bui 
chosen for: these investigations because 
it was the most frequently struck ob. 
ject that could be found. Apparatus 
was installed in the tower of the build. 
ing, and special high-speed cameras 
constantly focused on the building, were 
installed in another skyscraper about a 
half-mile away. 

Since then, engineers have been on 
constant duty during the summer months 
each year, photographing and record- 
ing every lightning storm which passed 
over New York in the vicinity of the 
ilding. The information obtained, ac- 
ing to Dr. McEachron, has been 
valuable in affording better pro- 
transmission lines and other 
aratus from lightning. 


se of cameras 
many light- 
ultiplicity 


he said, “through t 
of this general type, ft 
ning strokes consisted of 
of discharges through the 
These discharges—sometimes 
as 40—appear to the eye as a s 
stroke, or in cases where the time 1 
terval between the discharges was suffi- 
cient such discharges presented a flick- 
ering appearance to the eye. Sound of 
thunder from such discharges is likely 
to be of the so-called tearing or rip- 
ping variety, because of the succession 
of sound occurring from each of these 
succeeding discharges. 


“Dr. B. F. J. Schonland, in South 
Africa, found that the usual lightning 
discharge consisted of a so-called leader 
stroke, which progressed from the cloud 
to the ground, followed by a return or 
main stroke in which charges from the 
earth passed upward through the chan- 
nel produced by the leader stroke, re- 
sulting in the flash of lightning com- 
monly observed. 

“This investigation of lightning strik- 
ing the Empire State building has 
brought to light some new facts. One of 
the most interesting, from the scientific 
point of view, is that the shape of the 
object struck and its height will in many 
cases determine the direction of propa- 
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gation of the initial leader stroke. Dr. 
Schonland found that the step leader 
was downward, but with the Empire 
State building we found that the step 
leader is in many cases upward, indi- 
cating that the discharge began from 
the building, streamers extending out 
farther and farther from the top of the 
building having much the same charac- 
teristics as the downward step leader 
described by Dr. Schonland. Of course, 
the Empire State building represents to 
the cloud a tremendous needle on the 
surface of the earth, and presumably 
the cloud with respect to the needle will 
be relatively flat. Laboratory tests seem 
to indicate that discharges between 
points and planes always begin at the 
irrespective of whether ‘the polar- 
le is positive or negative. 
interposed toward 
will be- 
to- 









each other, then the a 
gin at either end, propagating 
ward the middle where the dis 
will meet. 

“There has been a great deal of con- 
troversy among meteorologists both in 
this country and abroad concerning the 
meaning of the direction of the branch- 


gation. Tests in our 10,000,000-volt 
artificial-lightning laboratory at Pitts- 
field also appear to bear out this con- 
clusion.” 

Dr. McEachron also pointed out how 
the photographic results, giving the rate 
of propagation of a downward step 
leader stroke, may be used to determine 
the wave-shape characteristics of the dis- 
charge itself. 

“By induction, when a_ negative 
charge appears in a cloud due to the 
mechanism of the lightning storm, a 
corresponding positive charge will ap- 
pear in the earth underneath the cloud, 
bound to it by an electrostatic field. As 
the step leader approaches the earth. 
picking its way as it goes along, always 
seeking the path of the least resistance, 
the charges on the earth underneath be- 
gin to concentrate, coming closer and 
closer together, getting ready in a sense 
to meet the down-coming negative 
charge from the cloud. As the streamer 
es closer and closer the sur- 
nd, the charges in the 
ore intense at 
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By W. C. Smith 




















the lightning discharges. A few 
hs have been taken of dis- 
ich were branched upward, 
htning discharges _ are 
rd. This work in New 
clearly that the 
the direction of 
expects, and 
ained seem 
at when 
oint— 
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propagation. Thus 
the photographs so far 
to bear out the conclusio 
the clouds act as the nee 
which is what happens most fr 
—propagation will be downward; 
the branching will be downward. 

ward branching from the Empire State 
building has been photographed several 
times and seems to be the natural result 
of upward propagation of the initial 
step leader. Thus far, there is no indi- 
cation that the polarity of the discharge 
has any effect on its direction of propa- 





the surface of the earth for a brief in 
terval, perhaps a few millionths of a 
second, just before the down-coming 
leader reaches the longest streamer. 
When contact is made with this longest 
streamer, or with the surface of the 
earth, other streamers if present will 
disappear, and the charges which have 
been induced in the surface of the earth 
move up into the channel and create the 
lightning discharge with which we are 
all familiar. Naturally the eye does not 
see this process, because the leader 
stroke and the return stroke are both 
1 the same path, and one is not able 
istinguish between them. Further- 


moh any streamers from the ground, 
which r become a part of the stroke 


t visible to the eye on ac- 
illiance of the flash it- 


self and the that their existence 
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occupied so brief a time. However, 
photographs are available which show 
very plainly that these are the charac- 
teristics which take place when the 
down-coming leader reaches the earth.” 

It is interesting to realize that very 
effective protective equipment against 
the damaging effects of lightning is 
available, in spite of the tremendous 
voltages and currents involved, and 
their exceedingly steep wave fronts. Ac- 
tual experience in the field under all 
sorts of conditions has demonstrated 
this point. 

Valve-Type Arresters 

True valve-type arresters are avail- 
able in all ratings from the 115-volt 
service protector or from the watt-hour- 
meter protector, on up through the dis- 
tribution type, to the special- suspension. 
earthquake-proof design for the 287,000 
volts at Boulder Dam. 

A perfect valve-type arrester must 
operate over a voltage range so that for 
any applied transient, the voltage al- 
lowed by the arrester will not exceed 
the 60-cycle failure value of the insula- 
tion; and so that the voltage across the 
arrester never becomes less than the 
salue of the system voltage in 
order ft n current does not fol- 
low the impuls® ough the mod- 
ern valve-type arrester m close- 
ly the conditions represented, y 
some arrester designs a small leakage 
current flows (and usually a_ small, 
power follow-current) at normal sys- 
tem voltage. Thus the use of a series 
gap is necessary in order that the ar- 
rester will be connected to the circuit 
only when it is needed. In the valve- 
type arrester, the gap serves essentially 


to connect the arrester element (with 
some aid from the series gap or gaps) 


to the circuit, and the arrester element 
stops the power current flow after light- 
ning discharge. 

The conditions which must be met by 
a valve-type arrester are as follows: 

(1) Voltage across the arrester dur- 
ing a discharge must not exceed a cer- 
tain predetermined value which is safe 
for the insulation to be protected. 

(2) The arrester must not allow ap- 
preciable current from the system to 
follow the impulse. 

When the arrester operates to dis- 
charge an impulse, the circuit should 
not be disturbed by the arrester’s ac- 
tion. This can be true only when the 
arrester characteristics are such that 
little or no system current follows the 
impulse. 

(3) The arrester should be 
structed that it has a factor of safety 
against failure such that the arrester 
will not fail under usual service con- 
ditions. 

(4) The characteristics of the ar- 
rester should remain practically con- 
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stant during the life of the arrester and 
under normal service should be at least 
as long as the apparatus which it pro- 
tects. 

This refers, of course, both to its abil- 
ity to protect insulation and itself to 
keep from causing any disturbance to 
the circuit to which it is connected. 

As already pointed out, arresters with 
the above characteristics are now avail- 
able in all ratings. Some of these de- 
signs possess extraordinary discharge 
capacity, and allow an impulse voltage 
during heavy discharge of not to ex- 
ceed 2 to 2% times the crest voltage 
rating of the arrester. 

A most effective scheme for the pro- 
tection of a.c. rotating machines has 
been in use for some nine years. The 
usual lightning arrester is here supple- 
mented with protective capacitors, con- 
nected from bus or machine terminals 
to ground, thereby reducing the steep- 
ness of the traveling-wave voltage en- 
tering the machine. The amplitude of 
the impulse wave is limited by the 
use of line arresters 1,500 to 2,000 ft. 
out on the circuit, together with sta- 
tion-type arresters in parallel with the 
capacitors. This type of protection 
may be applied very successfully to a.c. 
generators, motors or synchronous con- 
densers, which may be subjected to im- 
pulses either from directly connected 
exposed lines or transmitted through 
transformers. 

Of very recent development in this 
country is the so-called “ground-fault 
neutralizer,” of a type widely known as 
the Peterson coil, and connected from 
neutral to ground on normally iso- 
lated neutral systems. Its use will pre- 
vent the major portion of interruptions 
to service usually associated with in- 
sulation flashovers to ground. Transi- 
tory arcs to ground are quenched with- 
out disturbance, inasmuch as the fault 
impresses line-to-neutral voltage on the 
neutralizer, allowing it to pass an in- 
ductive reactive current 180 deg. out 
of phase and equal in magnitude to the 
resultant of the charging currents from 
the other two lines. The current at the 
fault therefore reduces to practically 
zero, and the arc soon goes out. . 


Referring further to the modern pro- 
tection of the transmission line, a revi- 
sion has had to be made in many of the 
long-held concepts concerning the in- 
sulation of the line. For example, the 
magnitude of the lightning voltage on 
the transmission line if a tower is struck, 
is limited by the stroke current and the 
tower-footing resistance with little ref- 
erence to the insulation provided. The 
voltage to ground appearing on an un- 
protected transmission line will then, 
under extreme conditions, be enough to 
flash over or puncture any economically 
justifiable insulation. It will be more 


economical to provide some means of 
diverting the stroke. 

The minimum protection in an aver- 
age active lightning area should include 
overhead ground wires well above the 
conductors, and lower tower-footing re- 
sistance, preferably 15 ohms or lower. 
It may be found necessary to use driven 
grounds or some form of counterpoise, 
either radial or parallel. 

The effectiveness of the overhead 
ground-wire protection, in preventing 
arcover of the insulator strings, de- 
pends, therefore, on its resistance to 
ground. In certain locations, it is often 
very expensive, or practically impossi- 
ble, to obtain a low ground resistance. 
The so-called “expulsion protector 
tube”, developed within the past few 
years, constitutes a real answer to this 
dilema, and may often prove the least 
expensive, particularly on a line not 
designed for overhead ground wires. 

The protector tube permits flashovers 
through the tube, but quenches them 
without circuit interruption. It com- 
bines the principles of the plain dis- 
charge gap and the expulsion fuse, and 
consists of an insulating tube with an 
electrode at each end, the tube being 
open at the lower end. Its length in- 
sures sparkover within the tube instead 
of over line insulation, and the follow- 
up power current will create a high 
pressure in the tube bore and interrupt 
by expulsion action at the first or sec- 
ond current zero. An external series- 
gap prevents leakage, corona or car- 
bonization during normal conditions. 

Breakdown voltage of the tube is 
fixed by the design at somewhat less 
than that of the insulator string being 
shunted. These tubes are primarily 
for grounded-neutral circuits, and their 
impulse protection to the insulator 
string is not dependent on the tower- 
footing resistance except insofar as this 
resistance may reduce the current be- 
low the minimum rating of the tube. 
Expulsion protector tubes, available to 
system ratings from 13.8 to 230 kv., 
are logically applied under the follow- 
ing conditions. 

a. On existing lines where overhead 
wires are impracticable. 

b. On existing lines where existing 
ground wires are ineffective in shielding 
against direct strokes. 

c. On new and existing lines where, 
because of high ground resistance, 
ground wires cannot be made effective. 

d. On river-crossing towers where 
there is greater exposure due to higher 
towers and longer spans. 

e. On disconnecting switches. 

In conclusion, it may be amiss, to re- 
emphasize that, in California at least. 
the matter of lightning protection is ap- 
parently becoming more important and 
warrants careful study. 
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Warning 


Simple device watches water levels 
at hydro plant 


Using a system of weights and pul- 
leys, Pacific Gas and Electric engineers 
evolved a device which responds to a 
change in the relation of upstream to 
downstream levels but remains inde- 
pendent of changes in normal water 
level. It is used at Wise power house 
to sound a warning when the down- 
stream water level falls, as is the case 
when debris accumulates on rack bars. 

The arrangement is shown in the 
figure. At the bottom are floats, up- 
stream being to ihe right. These are 
balanced by the weight W, and if the 
two rise or fall together, W moves 
down or up. 

However, if the relative position of 
the two floats changes, the system is 
not restored to equilibrium until the 
floating pulley (balanced by the upper 
weight) has moved. Motion of this 
pulley is transmitted to the arm. 





The arm carries two mercury switches 
set at different angles and thus making 
contacts at different arm positions. The 
first switch sets trash rakes in opera- 
tion. Should these fail to clear the 
trouble, or should water-level differ- 
ence continue to increase for any other 
reason, the second switch will close, 
sounding an alarm. 

Recently the device set the rake in 
motion but the obstacle was so heavy 
that the rake-driving safety pin was 
sheared off. Alarm followed automat- 
ically, drawing the attention of oper- 
ators, who cleared the trouble. 

The device can be built and main- 
tained inexpensively. According to 
E. A. Crellin, assistant engineer of 
maintenance, its operation has _ been 
entirely satisfactory. 
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UT of a portable power generat- 

ing unit built two years ago by 

the Portland General Electric 
to provide light for ground crews and 
linemen working at night, has been 
made a most valuable piece of custo- 
mer-service equipment. 


The truck has saved the lives of 
thousands of young chickens in elec- 
trically-equipped brooders and incuba- 
tors in the rural areas; has provided 
an emergency loud speaker—6,000 ft. 
up the slopes of Mt. Hood on the snow 
field for an event of international im- 
portance; has, through its shortwave 
receiving set, cooperated with the police 
department in the times of storms and 
other emergencies; has started stalled 
transcontinental planes far - removed 
from electric service; has operated a 
radio station when lines were down, 
and performed a score of other use- 
ful services for the public as well as 
the company. 

The unit was built in the company 
garage with the aid of a local auto- 
mobile branch-body factory, and is 
one of two portable generating units 
operated by the company—one being 
mobile under its own power and the 
other being a trailer. 


One of the two power plants in use 
at the present time consists of a 12%4- 
kw., 240-volt, single-phase, a.c. genera- 
tor with a direct-connected 800-watt 
exciter. This unit is mounted in a one- 
ton panel truck and powered by three 
V-belts from a power take-off at the 
drive shaft. The speed of the truck en- 
gine is regulated by a _ 1,800-r.p.m. 
speed governor mounted on the genera- 
tor. A rod under the floor connects the 
governor with one of the two butterfly 
valves on the carburetor. The other 
butterfly valve is used to operate the 
truck on the road without the governor. 


The voltage regulator is automatic 
and will maintain any pre-set voltage 
up to 260 volts on a 15-kw. load. This 
regulation is important when the truck 
is connected to automatic incubators 
operating in a bank. A 240-volt auto- 
transformer is center-tapped to give 
120-204-volt output. A drum mounted 
in the rear of the truck can be wound 
with several hundred feet’ of three-wire 
cable to connect the generator with the 
load. A coupling is provided to tow 
a three-phase generator behind the 
power truck for power loads. 


The trailer unit has a capacity of 
20-kw. and is driven by a gas engine. 


In one instance it was necessary to 
furnish 21 kw. of three-phase power 
for the transmitter of station KOIN 
and 8 kw. of single-phase power from 
the truck for lighting the transmitter 
room and the tower at night. The sta- 
tion operator was able to modulate his 
signal 100% and because of the fine 
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A Dozen Duties for a 
Generator Set 


regulation on the truck the 2-kw. light 
blinkers on the radio tower didn’t create 
voltage surges. 

One night during a storm the power 
truck was dispatched to supply flood 
light for the repair crews working on a 


primary burn-down. The truck was 
equipped with shortwave radio and 
three 19-in., spread-beam 1,500-watt 


flood lights. After being in service about 
an hour the truck was called to a large 
hatchery near Wilwaukie, Oregon. The 
three-wire cable was run from the gen- 
erator to the load side of the main line 
switch and furnished power for four 
hours and saved the 80,000 eggs which 
were at a critical stage in their develop- 
ment. 

Service was restored and the truck 
operator was just leaving when he re- 
ceived word to hurry to the new airport 
as the regular airport was closed in 
and a tree had blown through the lines 
feeding the new airport. The power 
plant supplied the energy until service 
could be restored. 

During the night a United Airlines 
transport plane landed at the new air- 
port. There are no facilities for han- 
dling air traffic there as yet, and it was 
necessary to leave the plane without 
engine covers. In the morning the oil 





was so stiff that the airplane engines 
couldn’t be turned over with the bat- 
tery starter or by hand. United Airlines 
sent out an auxiliary 120-volt starter 
which was then connected to the power 
truck and in a few minutes the plane 
took off on its Seattle schedule. 

The truck rendered service to a prom- 
inent Portland photographer who was 
attempting to use the new cut sheet 
Kodachrome color film in his studio 
and had failed to get good color rendi- 
tion. He came to the Portland General 
Electric Co. and asked for assistance 
with his lighting problem. An engineer 
was assigned and after a_ thorough 
study of the color film, called for the 
power truck. The power plant was sub- 
stituted to furnish power to the studio 
lighting system. Color pictures were 
then taken with the voltage on the 
lamps set first at 120 volts, then 116 
volts and so on, down to 96 volts. The 
results proved that the color tempera- 
ture of the light source must be within 
100 deg. Kelvin of the color tempera- 
ture rating of the film. 

The engineer presented this proced- 
ure to the Research Laboratory of the 
Eastman Kodak Company and it is now 
recommended by them as being better 
than the use of graduated filters or 
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3,200° Kelvin lamps because of vary- 
ing line voltages. 

The power truck is now used to put 
on range and refrigerator demonstra- 
tions in new sections of the territory 
where line extensions are being con- 
sidered. 

During the filming of sound motion 
pictures on electric water heating, re- 
frigeration, electric cookery, irrigation, 
etc. on the farm and many other load 
building enterprises in film, the truck 
furnishes photo-flood light for the pic- 
tures and operates the synchronous 
motors on the camera and sound re- 
corder. 

It is also possible to run wire to 
electric pump motors down in some 
creek bed for fighting fire in remote 
sections of the system. The truck or 
trailer units can furnish energy to 
electric winches, cement mixers, air 
compressors, and lighting equipment 
for construction work, run oil-filtering 
equipment for transformers and a multi- 
tude of other jobs which have proven to 
us that the $3,000 invested in the truck. 
materials and labor has returned several 
times in the 900 hours of operation. 

Because the truck carries one of the 
finest public address systems in Port- 
land it is much in demand for very 
large gatherings. The loud speaker can 
be used in time of trouble to warn and 
direct traffic where lines are down, ind 
for amplifying addresses at large gath- 
erings. When Crown Prince Olav and 
Crown Princess Martha of Norway 
were in the Northwest particularly to 
dedicate the new ski lift at Timberline 
Lodge at Mt. Hood, the truck traveled 
6,000 ft. on its own power and then was 
loaded on a caterpillar sled and dragged 
across the snow field to probably the 
highest altitude at which a loud speaker 
system has ever been used. The truck 
is in great demand at County Fairs and 
large industrial group picnics. 

The company has had to adopt the 
policy of previding it only for civic 
or public affairs for which there is no 
money to engage a commercial sound 
truck. 








Electrical West—Vol. 83, No. 6 


oft oll alt nd 
~ 
if Ass e 


ROSS DAM, Seattle City Light's third development on Skagit River, Wash., is scheduled to 


be completed to its first stage next year. 


At this stage it will be a 305-ft. high, variable- 


radius, concrete arch, capable of impounding more than 75,000 acre-ft. and exercising some 


control of stream flow in dry months. 


superimposed a curved gravity section, raising ultimate height to 653 ft. 
The project originally was known as Ruby Dam 


third stage include a 480,000-hp. plant. 


Above, and on the downstream face, will later be 


Plans for this 





Long Haul 


Steerable dolly helps tall poles 
around sharp turns 


This summer Nevada-California Elec- 
tric Corp. undertook a job which in- 
cluded setting poles on a line which 
crossed the rugged White Mountains in 
a region which can be reached only by 
a winding mountain road. To expedite 
hauling poles to the job, the company 
built a steerable dolly out of old auto- 
mobile parts. It worked so well that 
transportation costs were cut to about 
one third of that estimated for hauling 
in the usual way. 

For the lower part of the dolly, the 
front end of an old Studebaker was 
used, including front axle, spindles, 
hubs, front springs and frame. The 
steering gear was taken from an FWD 
truck and mounted as a unit. These 


were assembled together with a frame- 
work of old crossarms and timbers. 

For the draw-bar, a 5-in. channel was 
bent into a U and bolted to the front 
and rear members of the frame. This 
was allowed to extend forward of the 
frame by 31% ft., where an eye bolt was 
welded to the bottom of the U. 

These details can be seen below, at 
left. For mountain driving, it was nec- 
essary to remove the dual wheels from 
the four-wheel-drive Ford truck, so 
these were used on the trailer. At right, 
the trailer can be seen negotiating a 
sharp turn and carrying six 45-ft. poles 
weighing about 6,000 Ib. 

The unit was constructed in the com- 
panys shops under the direction of 
Foreman Bud Gale. According to R. L. 
Taylor, superintendent of transmission, 
its performance was satisfactory, but in 
building a permanent unit, heavier 
parts, particularly a heavier axle, prob- 
ably will be used. 
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Small Appliances Are on Parade 


Sales Rise in PG and E Territory with Cooperative 
Dealer Demonstrations that are Business Builders 


EAKNESS of small appliance 

selling seems to be lack of 

continuous demonstration. Yet 
demonstration costs money and often 
the dealer does not feel that his margin 
of profit is sufficient to carry this ex- 
pense. 

Because appliance sales are vital to 
the load-building program of a utility, 
P GandE’s Sacramento division, of 
which E. W. Florence is division man- 
ager, and L. J. Brundige, sales manager, 
has initiated an experiment to solve this 
problem jointly with dealers. 

John H. Schacht, dealer sales promo- 
tion manager, and Rene Gentis, Jr.. 
dealer sales representative, worked up a 
portable appliance demonstration cen- 
ter, 10x10 ft., that can be moved into 
dealers’ stores and set up quickly. Use 
is made of a former kitchen-coach 
trailer to bring these materials to the 
cooperating dealers’ stores. 

The demonstration coach is now on 
tour in the rural territory of the Sacra- 
mento division. A letter was sent by the 
division to dealers in each town. In the 
letter an outline of the plan was told in 
which the power company was to do cer- 
tain things, the dealer others. The util- 
ity furnishes a home economist to dem- 
onstrate appliances, supplies the demon- 
stration center as a working place for 
the demonstrator, offers free gifts to 
housewives visiting the demonstration. 

Registration cards are also furnished 
on which the visitor gives her name and 
address and checks off the appliances 
she now uses (making an excellent pros- 
pect list for the dealer), and banners 
for both store front and store. handbills 
for distribution or mailing by the 
dealer. The dealer supplies the appli- 
ances to be demonstrated, space on the 


sales floor approximately 10x10 ft. 
square, food materials, gas and elec- 
tricity. 


He makes the distribution of the hand- 
bills by mail or by any other means, 
does some newspaper advertising, and 
if he desires, offers door prizes. A num- 
ber of food manufacturers have cooper- 
ated and supplied food materials used. 
In this way, the dealer’s investment in 
the demonstration amounts to only about 
$15 or $25. Demonstrators are Mar- 
guerite Fenner, appliance specialist and 
Mrs. Anne Smith, home economist. 

Although response to the letter was 
not over enthusiastic, at least one dealer 
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Typical demonstration booth featuring small appliances is this booth in a dealer's store 


in central California. 


in each community has asked for the 
demonstration and a schedule is now 
being carried on. Other dealers seeing 
the success of the plan in some cases 
have asked to have the demonstration in 
their stores the next time a tour is made. 
The value of the demonstration became 
more apparent when they saw it in a 
competitor’s store. 

While the emphasis is on small ap- 
pliances, demonstrators will demon- 
strate whatever appliances the dealer re- 
quests, even give electric range demon- 
strations. In each case, a roaster is 
made a part of the demonstration. 

Some dealers have scheduled manu- 
facturers’ demonstrations at the same 
time. For instance, an ironer demon- 
stration goes on in another corner of the 
store while the appliance demonstration 
is being made. In some cases, range 
manufacturers have furnished turkeys, 
which when cooked in the demonstra- 
tor’s range, have been given away as 
daily door prizes. It is usually up to 
the dealer if he wishes to pass out food 
to those attending. Usually, refrigera- 
tor cookies or popcorn make an accept- 
able and tasty tidbit. 

Demonstrations are scheduled for a 
period of some two to four consecutive 
days depending upon the size of the 
community and the desire of the dealer. 
Attendance at Placerville, for instance, 
for a four-day demonstration was 3060. 
In smaller country towns, it has run up 
to 120. The dealer’s advertising and 
his effort to get people to come to his 
store usually brings fine returns. 


Exhibits like this create public interest and develop prospects 


The minimum advertising required or 
suggested is a two-column 8-in. size ad- 
vertisement in a local paper. Advertise- 
ments appear over the dealer's name 
only, the utility’s name not being men- 
tioned. The trailer is usually parked in 
front of the dealer’s store as an addi- 
tional means of attracting attention to 
the demonstration. 

Next year the division hopes to ex- 
periment with the use of the trailer in 
field selling of appliances to farm 
homes under some cooperative arrange- 
ment with local dealers. At the present 
time, it is used to carry the demonstra- 
tion equipment to the dealer’s store. 

Benefits to the dealer include in- 
creased appliance sales volume, not only 
during the demonstration period but 
over some months following; the demon- 
stration helps a dealer and his salesmen 
toward a better understanding them- 
selves of the operation of appliances 
they sell; it creates public interest; the 
dealer is more prominently identified in 
a community as an outlet for such 
wares; and an active prospect list is de- 
veloped during the demonstration for 
subsequent use by the dealer. 

Were the dealer to undertake such 
a demonstration program himself, the 
cost of it might well run as high as 
$500 for the full equipment brought 
in and the pay of the home economists 
conducting the little appliance show 
exclusively in his own store. More- 
over, in all cases the utility is decid- 
edly subordinated to the name of the 
dealer and his appliances. 
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A Pool of Sales Experience 


Salesmen contribute to it—then draw from 
it while learning by the conference method 


ALK is all right in its place but 

action really counts most, espe- 

cially in selling. There has been 
plenty of talk at conventions and con- 
ferences about sales training for dealer 
salesmen. The Electric Appliance So- 
ciety of Northern California last year 
decided to try some action and to see 
what would come of it. 

That action has been completed. It 
took the form of three series of sales 
training conferences conducted in north- 
ern California. During the three series, 
some 325 experienced salesmen in eight 
cities attended at least two or more of 
the conference group classes. 

The discussion part of the situation 
revealed a method by which to attempt 
action. Out of the meetings of the sales 
training committee of the Pacific Coast 
Electrical Assn. came three things. First 
was a recognition of the need for more 
effective selling on the part of dealer 
salesmen. Second was a survey con- 
ducted throughout California which 
audited the types and kinds of selling 
instruction that had been offered, the 
selling training available through 
schools and counsellors. It also felt out 
the dealers as to their willingness to 
bear part of the cost of such sales train- 
ing. The third benefit derived was the 
discovery that the educational system of 
the State was willing and anxious to 
help; that through the George Deen Act 
it had limited funds available for just 
such training in the distributive occupa- 
tions. 


Most successful method found by the 
educators in teaching experienced peo- 
ple has been the conference method, em- 
ployed for years in the training of fore- 
men and superintendents in the me- 
chanical trades. The Electrical Develop- 
ment League of Southern California had 
had some experience with the confer- 
ence method. It seemed to hold possi- 
bilities for sales training in northern 
California too. 


Accordingly, the Electric Appliance 
Society in cooperation with the Cali- 
fornia State Department of Education, 
Bureau of Business Education, arranged 
to retain Ferris M. Wakeley as teacher- 
coordinator for the sales training con- 
ference group. The schools provided 
the facilities for classes. The Society 
contacted the trade and enrolled sales 
people from the dealer establishments 
for conference class instruction. 


Two of the groups were organized 
in Oakland as a part of the adult educa- 
tional program of the Oakland Public 
Schools. One was organized in Berke- 
ley as a part of the Berkeley public 
schools adult educational program. The 
other two were organized in San Fran- 
cisco and used the Western Furniture 
Exchange for classrooms. 

Three series of conferences were held. 
Ten meetings were conducted in each 
series in each locality. In the third 
group, the towns of Concord, San Mateo, 
and Santa Rosa were added to Oakland 


and San Francisco. In a previous series, 


Conference class at Concord—F. M. Wakeley conference leader 





Stockton, Hayward and San Rafael had 


had conferences. 


As an indication of interest the at- 
tendance figures will prove interesting 
to other groups contemplating similar 
activities. A total of 325 attended two 
or more classes. From these, 298 ac- 
tually registered. The total average at- 
tendance was 224. In the first series 
the total registration was 91 and aver- 
age attendance 51. In the second series 
the total registration was 106, average 
attendance 97. In the last series just 
completed, for the first eight meetings, 
registration was 101 and attendance 
average 76. Typical were these figures: 
Concord—30 registered, average attend- 
ance 23; San Mateo—19 registered, 
average attendance 17; Oakland—20 
registered, average attendance 16; Santa 
Rosa—19 registered, average attend- 
ance 11; San Francisco—13 registered, 
average attendance 9 (this was the third 
series in San Francisco and indicates a 
waning interest). 

Students paid a $3 fee for registra- 
tion. After the end of the course, the 
student was given a copy of the com- 
bined reports, 255 pages of typewritten 
transcript, developed from the entire 
group of conferences. 

In conducting the conferences, Mrs. 
Wakeley made stenographic notes of the 
actual discussion of sales experiences, 
selling theories and selling methods 
brought forth by the conference leader 
during the series. All of these notes 
were coordinated, duplications elimi- 
nated and the book mimeographed. The 
combined report has been titled “How 
to Sell More Effectively.” It is virtual- 
ly an encyclopoedia of experience in 
selling and in itself a valuable source 
of sales information and_ technique. 
Since it comes from the actual experi- 
ence of those participating, its practical 
nature is far superior to the usual the- 
oretical type of sales text. Inquiries are 
being made now as to the possibility of 
having it published in book form. 

With this experience behind it, what 
should the Electric Appliance Society 
and the supporting distributors in north- 
ern California do in 1940? This was 
the question discussed at meetings of the 
distributors at the close of the series. 
The distributors decided that this type 
of training would end for the time 
being. 
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They were disappointed that a greater 
proportion of the sales people in the 
area did not take advantage of the ex- 
cellent course offered. This experience 
seemed to indicate that employed and 
mature salespeople are hard to get out 
to any kind of educational class, espe- 
cially in the large cities. They can be 
drawn out once in a while to a big sales 
meeting but for a sustained series of 
sales training classes, the response was 
considered disappointing in view of the 
expense involved. Distributors also felt 
that their own product story was lack- 
ing from the course and therefore were 
dubious as to its immediate tangible 
value to them. 


At first it was hoped that another 
type of sales class might be conducted 
in 1940 in conjunction with the Junior 
College at San Francisco. In this case 
new student salesmen would be trained 
rather than the employed and more ma- 
ture salespeople. Plans for the latter 
contemplated something in the nature 
of an indenture similar to apprentice 
training indentures in the trades. 


The distributors who contributed to 
the three series included General Elec- 
tric Supply Corp., Westinghouse Elec- 
tric Supply Co., Graybar Electric Co., 
H. R. Basford Co., Electric Kitchen Ap- 
pliances, Inc., Thompson-Holmes, Thor 
Pacific Co., Easy Washer Co., Apex 
Rotarex Co., Frigidaire, and Leo J. 
Meyberg Co. Through the Electric Ap- 
pliance Society, the Pacific Gas and 
Electric Co. matched the contribution of 
the distributors to provide for the re- 
taining of the instructor-coordinator. 


That sales training of experienced 
men and women is worth while, even 
though the numbers taking advantage 
of it is small, is borne out by an analy- 
sis conducted during the conferences 
showing the averages of performance by 
those taking the course. Ten men taking 
one of the courses answered, and it is 
to bé presumed that these were among 
the best since they had the pride to an- 
swer. These men averaged, per man 
per week, a total of 75 telephone and 
personal contacts either inside or out- 
side the store. From these they de- 
veloped 47 definite interviews and a 
ratio of sales to interviews of 18 per 
cent. The average dollar volume per 
sale was $81.97 and the volume of sales 
in dollars at list prices for the week was 
$704.44, with a volume of trade-ins, in 
dollars allowed, of $41.11. With such 
a record of accomplishment, if a sales 
course could develop 15 men who could 
do $704 per week for 50 weeks, it 
would be worth $528,000 in appliance 
volume to the industry. 

Conclusions to be drawn from this 
experience in sales education are that 
education is costly, it is selective, but it 
pays dividends in more effective selling. 


Sales 31 


Commercial Cooking Round-up 


Sales acts show Northwest Commer- 


cial specialists at fifth annual get- 
together how to cook and how to sell 


Sales presentations on six different 
heavy-duty appliances for restaurants 
gave a uniqueness and originality to the 
program of the fifth annual Commercial 
Cooking Conference of the Northwest 
Electric Light & Power Assn. in Seattle. 
Nov. 2 and 3. These were interspersed 
among a number of other program 
items, outstanding among which were a 
demonstration of restaurant cooking by 
J. M. Welch, Edison G-E Appliance 
Co., Chicago, and colored movies of 
outstanding restaurant, hotel and other 
heavy duty installations in the Pacific 
Northwest presented by A. K. Gaylord 
of the F. S. Lang Mfg. Co., Seattle. 


J. A. Lockhart, Pacific Power & 
Light Co., chairman of the Commercial 
& Industrial Sales Bureau of the asso- 
ciation, presided at the meeting, while 
local arrangements were in the hands 
of C. T. Bakeman, Puget Sound Power 
& Light Co., Seattle. At the end of the 
two-day program the 77 delegates were 
taken on a tour of all-electric installa- 
tions in restaurants and bakeries in 
Seattle. 


Sales presentations in each case were 
put on by two men from one company. 
one of whom acted as the owner or 
proprietor while the other took the part 
of the company sales representative. 
Sales resistances were set up by the 
proprietor and broken down by sales- 
man, and in each case the oral selling 
job was followed by a written presen- 
tation in which the technique of getting 
the prospect’s signature on the dotted 
line was successfully demonstrated. 
These presentations were as follows: 
Fry kettle by Orman J. Horrom and 
John W. Cromer of the Montana Power 
Co.; automatic griddle by William A. 
Newman and Albert Gruber of The 
Washington Water Power Co.; food 
warmer tables, Owen O. Carpenter and 
A. N. Nilsson, Pacific Power & Light 
Co.; heavy duty range, J. E. Dugan and 
Lloyd C. Smith, Puget Sound Power & 
Light Co.; water heating, O. C. Mayer 
and H. Ferd Koch, Idaho Power Co.: 
bake ovens, Charles Carssow and A. E. 
Lacroix of The Washington Water 
Power Co. 


In welcoming the delegates to Seattle, 
C. Patrick Johnson, general sales man- 
ager, Puget Sound Power & Light Co., 
called attention to the rapid develop- 
ment of electric cooking load in restau- 


rants in the Northwest territory during 
the past five years, and pointing to this 
load as presenting one of the largest 
opportunities for increased business in 
the commercial field. Competitive fac- 
tors between electric energy and other 
fuels were analyzed by E. R. Tysoe, 
B. C. Electric Railway Co., while a 
review of the advertising practices of 
Northwest companies was presented by 
D. A. Runyard of The California-Ore- 
gon Power Co. C. L. Jacklett, Pacific 
Power & Light Co., led a discussion of 
ways in which manufacturers could im- 
prove their appliances, and a commit- 
tee was appointed to digest these pro- 
posals and present specific recommen- 
dations. 


Attention was given to special heat- 
ing applications in the commercial 
field by an analysis of 17 such applica- 
tions gathered from different points of 
the territory by D. O. Bergey, North- 
western Electric Co. In this connection 
two unusual jobs were described by 
D. Y. Robinson of Montgomery Broth- 
ers, Seattle, and F. W. Dolbow with 
the same firm in Portland. The com- 
paratively new development of steriliza- 
tion by ultra-violet light was discussed 
by Daniel Brown, Portland General 


Electric Co. 


A review of the commercial and in- 
dustrial utilization data sheet service, 
instituted at last year’s conference, was 
led by C. T. Bakeman. It was decided 
that the service should be continued for 
another year after revamping the prize 
contest and arrangements for produc- 
tion of the data sheets. Prizes for the 
best data sheets submitted in the 1939 
series were won by J. E. Dugan and 
Lloyd Steele, Puget Sound Power & 
Light Co., and D. S. Bailey, Idaho 


Power Co. 


@ “A Picture Tour Throughout the 
Matchless Electric Home” is presented 
by the Electrical Development League 
of Southern California as an illustra- 
tion of what can be done electrically 
by designers and builders. Through 22 
rotagravure pages, you're shown every 
electrical installation feature. and 
there’s a section devoted to kitchen 
planning. Practical application of 
electrical appliances show how to pro- 
mote better living through the gener- 
ous use of low-cost electricity. 
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Stoker Tie-in 


Cooperative campaign in Utah 
Power & Light territory 


Coal furnaces and electric water 
heaters are closer pals in the homes of 
Utah than gas furnaces. Surveys con- 
ducted by Utah Power & Light Co. have 
convinced it that it is good business to 
interest the coal and coal stoker dealers 
in a cooperative campaign. The small 
horsepower motor used in feeding coal 
to the furnace, while it operates at good 
load factor during the winter season, 
is not the whole story. The Utah coal 
mining industry is a large user of elec- 
tric power. The electric water heater is 
more likely to go into a home where 
coal is used in the furnace than where 
gas makes entry. 


Although coal maintains its competi- 
tive position of 51 per cent of the heat- 
ing in the Salt Lake City territory, 
during the years 1935-8 it was found 
that 92 per cent of the stokers were in- 
stalled in old homes whereas 77 per 
cent of the gas installations went into 
new homes. In analyzing why gas fur- 
nace sales increased in new homes, it 
was found that they have greater appeal 
to the speculative builder because of 
lower first cost. Since 32.7 per cent of 
homes built in 1938 were speculatively 
built and in the first four months of 
1939, 63.6 per cent were so built, this 
fact assumed significant proportions. 


Accordingly, the industries most in- 
terested in the coal market were or- 
ganized into a stoker campaign. They 
include coal companies, coal dealers, 
stoker dealers, utility companies and 
the railroads. Because records show 
that from August through December, 
furnace installations are most active the 
advertising and selling campaign was 
started in July and ran through this 
November. It was concentrated on three 
fronts. First was a campaign by letter 
to speculative builders; second, one to 
the trade including contract-builders, 
architects, building supply houses, 
plumbers, electrical contractors; the 
third was directed to the home-owning 
and home-buying public. Advertising 
and selling combines the economy ap- 
peal of low cost coal with the idea of 
convenience and cleanliness associated 
with the automatic stoker. The financing 
plan offering time payment of about 
$8 per month to purchasers is the 
strongest appeal used. 

Letters to the various interested trades 
have been sent out by D. B. Manley, sec- 
retary of “Automatic Heat With Coal 
Association.” Three separate advertise- 
ments and radio scripts, as well as 24- 
ft. posters were used. 
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This campaign poster of the Electrical 
Appliance Society of northern California 
is going to do a real sales job this year. 
Prospects and customers are sure to see 
it when they're on that shopping tour 


Distributors 


Kelvinator and Philco changes in 
distribution take place 


Changes in Kelvinator and Philco 
distribution in the West has kept the 
trade kettle boiling during this past 
month. Kelvinator and Leonard dis- 
tribution is being joined. Philco radio 
and refrigerator distribution likewise 
is being centered in one distributorship. 
Both of these have caused re-alignment 
among many western distributors. In 
Seattle, Harper-Meggee, Inc., have taken 
over the distribution of Kelvinator and 
Leonard for Seattle and Portland. 
Leonard was formerly handled in Port- 
land by the Electric Distributing Co. 
and Kelvinator was handled by Ap- 
pliance Wholesalers, Inc. Appliance 
Wholesalers now handle Philco radio 
and refrigerator in Portland and Seattle. 
They have also taken over ABC Wash- 
ers and L & H Ranges from Electric 
Distributing Co. Gilbert Bros. have had 
the Philco refrigeration in Seattle. 


In the San Francisco Bay area, 
Leonard and Kelvinator are also being 
joined in a direct factory branch at 
1705 12th Street, Oakland. This means 
that H. R. Basford Co. loses the Kel- 
vinator distributorship and the Gray- 
bar Electric Co. the Leonard. The Kel- 
vinator factory branch under D. J. 
Bachman plans to maintain a display 
at the Western Furniture Mart where 
the offices have been maintained in the 
past. 
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Advertising 


Various ad media strike home in 
load-building programs 


Utilities and electrical leagues are 
ringing the bell on their advertising 
throughout the West. Constantly driv- 
ing home the convenience of using elec- 
tricity, whether it be for economy, 
safety, or health’s sake, their campaigns 
or single insertions have drawn more 
people into the fold. 

Throughout November, P G and E de- 
voted a part of its newspaper advertis- 
ing and all of its billboards, truck cards 
and bill stickers to a selling story on 
auxiliary electric heaters. Other copy 
publicized adequate home lighting and 
in some parts of the territory, electric 
ranges. 

“The Greatest Service for le under 
Heaven” was the punch line of a full- 
page Seattle City Light advertisement 
run recently, accentuating new low 
rates and cleverly illustrating 12 differ- 
ent ways in which le would buy elec- 
tricity, and for how long. 

“Good Electric Service Doesn’t Just 
Happen,” says the Washington Water 
Power Co. A third-page ad has done a 
good public relations job, and WWP 
customers know why they can enjoy 
good electric service. 

Claiming that an “ice-cube test proves 
this oven cooks the food—not the cook,” 
an effective, illustrated ad by the Los 
Angeles Bureau of Power & Light, asked 
housewives to put a bowl of ice-cubes 
on top of the oven and one in the oven. 
Then to watch the result. “You work 
in cool comfort,” was the answer. An- 
other story of what the electric range 
can do. 

Inland Empire Electrical Equipment 
Assn.’s “Eye-Q” campaign is causing a 
lot of favorable comment. Part of a 
fall lighting drive, these ads featured 
the popular quiz idea, and were run in 
major newspapers. 

Northwestern Electric’s “Be good to 
your eyes” campaign is building real 
interest in good, adequate lighting. 
Tying-in with the IES lamp and Better 
Sight campaigns, this series is doing a 
real educational job for the industry 
and for the company. 


@ Pus.icaTIoN of a regular monthly 
official bulletin entitled “Powerfax” 
containing items of interest to users of 
electricity, is being sponsored by Seattle 
City Light, according to Superintendent 
E. R. Hoffman. The new bulletins are 
now being mailed with monthly light 
bills to all City Light Customers. Pur- 
pose is to supplement regular news- 
paper advertising and keep customers 
posted on the company’s activities. 
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; oth. the ups and downs of your volume 
of sales with Automatic Irons 
Here is the real pal of the appliance business. 


Year in and year out, rain or shine, in season 
and out of season, it keeps on selling. 





Saturated? Sure! But it sells just the same. ¢ 
‘Course the profit is almost microscopic with " 
the ordinary electric irons, these days. Cut 
prices and cheap makes can be bought any- a” 


where at most any price. There isn't much fun 
doing that kind of business, even a lot of it. 





But the automatic electric iron—you've got 
something there. 


¢ 
gon 


Only about 20% of the irons in use are auto- 
matic. Even if everybody already has an elec- 
tric iron, you still have 60 to 80° of those using 
irons to sell the new automatic kinds to. 
The automatic gives you something to sell. 
It isn't justa commodity. It has features. Read 
the next two pages for ideas. 
There’s more net to you from less volume. 
There is enough margin to make it worth while 
selling, either to salesman or to dealer. Enough 
margin to make advertising possible. 























When you have only a dozen 
minutes to get your story in 
edgewarys, select a few words 
that picture comfort and ease 
in ironing. After all, ironing 
is a woman's hardest stand- 
ing job. Make it easier. 


Most often you have but little chance to put 
up much of a story in the sale of an electric 
iron. The customer merely “wants an iron” 
and wants to get it over with fast. She may 
resent delay while you go into your act. 


Whatever you say must be short—and sound 
sweet. Ironing isn't her idea of fun. It's a 
duty or a chore she wants to think about as 
little as possible. So you have to think and 
act fast. 


To spar for an opening there is nothing like 
a question that creates at the same time a 
picture of something desirable. When you 
dangle before her the possibility of saving 
her from some of the unpleasantness asso- 
ciated with ironing she may ask for more in- 
formation. She needs assurance that will 
justify her in spending the extra money to 


for Smoothness, Safety, 





buy the automatic iron. So tell her then the 
other reasons for buying. 


For an opener, then, ask one of the follow- 
ing questions. Ask it immediately, either as 
you bring out the kind of iron asked for, or 
as you start to answer her question as to the 
price of the cheap or non-automatic iron she 
may be looking at. 


If she seems interested after your stimulat- 
ing question, then use the ideas, and if pos- 
ible, the very words in the other questions. 
They present additional reasons why she 
should reconsider and buy an automatic iron 
instead. 


Start your question something like this— 


Have you considered how much better an 
automatic electric iron would be? It would— 


—save your energy so much. Feel! how light 
it is in comparison to an ordinary iron. Dur- 
ing the course of an ironing this will save you 
the lifting of pounds and pounds of needless 
weight. 


—eliminate fatigue to a great extent. You 





THE MONTANA POWER CO.* UTAH POWER & LIGHT CO 
IDAHO POWER CO. CALIFORNIA OREGON POWER CO. 


NLL OID Bee te CRE EER 


Your 








PTT Herre PCSOs ST ee Te PY PEP aE 

















































Sonwice, Speed and Savings 


really can take your time to ironing, do it 
with less effort, more leisurely. The lighter 
weight moves over the cloth so easily. 


—keep your white clothes white much longer. 
No matter how careful you are you may get 
the non-automatic iron too hot. It scorches 
a little even if you can't see it, and in a short 
time yellows your clothes. 


—give you a wonderful sense of security. 
You will never wonder if you are doing some- 
thing wrong. (Guesswork is eliminated, for 
you set the heat control and it watches its 
own temperature. 


—be so much safer. The automatic control 
protects you against overheating. Even if 
left on for long periods of time it won't burn 
through the ironing board or set fire to any- 


Additional points— 


It is easier to use. Besides being 


; light in weight, it is better bal- 
thing. Just the peace of mind that means is Conical cake ehenre move 
worth a lot. easily through the material 

Even if you have an 
—give you longer service. Since it is pro- ironer, it is invaluable 


in dressmaking, 
smoothing 
wrinkle 


tected automatically against overheating, 
the element will last longer, the shoe remain 
bright and smooth. Even the cord will last ee 
longer fastened permanently to the iron this seam, otc. 
way. By the way, that eliminates a great 
deal of radio interference too. 


Sales Alhees — 


PUGET SOUND POWER & LIGHT CO. 
PORTLAND GENERAL ELECTRIC CO. 
WASHINGTON WATER POWER CO.° 
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get away from 
cheap no-profit lines 


Sell 


“hutonatee Iron 
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Crowds can be stopped in front of your store if you Safety 


stage a demonstration as simple as this: On a wooden 
ironing board or two, have both an automatic and an 
old non-automatic iron connected. 
the non-automatic will begin to get so hot it will burn 
the ironing board, turn blue with heat, send up smoke. 
The automatic iron turned to a low temperature will 
not scorch the cloth under it. 
easily illustrate the good qualities of the automatic 
when the attention of a passerby is attracted by the 
sight and smell of smoke. Fry an egg too; it rnakes 
a big hit. 


In a little while 


A demonstrator can 








No one who has ever seen “Sam” Vining of Westing- 
house fry an egg and bacon on an overheated non- 
automatic electric iron will ever buy any other kind 
of iron than the best automatic. He dramatized the 
heat, the sweat, the drudgery, the fire hazard, the 
out-of-dateness associated with the common cheap 
electric iron. By contrast he sold the idea of a light- 
weight, handsome, smooth, effortless and thoroughly 
safe automatic iron. Not everyone is as fine an actor 
as “Sam” Vining, but it does not take that degree of 
skill to do a thoroughly dramatic job of contrasting 
the old iron with the new automatic. 
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Future Campaigns 


Christmas season and New Year 
bring variety of sales programs 


Western utilities swing from the holi- 
days into another year of sales promo- 
tion. IES lamps and light conditioning 
seem to be holding the spotlight with 
annual shows organized and ready for 
public consumption. 


British Columbia Electric Railway Co., Ltd., 
Christmas advertising on gift appliances. Dis- 
plays and windows in all stores. Introduction 
of 1940 Dealer Plan in Jan. 


Central’ Arizona Light & Power Co.—IES 
lamps campaign for Dec.,; residential lighting 
for Jan. 

Electric Appliance Society 
ances for Dec. 

Nevada-California Electric Corp. — Range 
and water heater campaigns for Dec. Washer 
campaign for Jan. 

Denver Dealer activities—IES lamps, Elec- 
trical Exposition, adequate wiring, Christmas 
lighting, commercial lighting and small ap- 
pliances campaign for Dec. and Jan. 

Mesilla Valley Electric Co., Las Cruces, N. 
M.—IES lamps and refrigerator campaigns for 
Nov., lamps and small appliances for Dec. 


Christmas appli- 


Mountain States Power Co., Casper, Wyo.— 
IES lamps and lamp bulb campaign for Nov., 
small appliances and Appliance Show for Dec. 


Southwestern Public Service Co., Roswell, 


N. M —IES lamp campaign for Nov. and Dec. 

Public Service Co. of Colorado, Denver— 
IES lamps, commercial lighting, roasters and 
small appliances campaign for Dec. and Jan. 

Portland General Electric Co.—Electrical 
appliances for Dec. Christmas gift promotion. 

Puget Sound Power & Light Co.—Ranges, 
water heaters and light conditioning cam- 
paigns for Dec. and Jan. 

San Diego Consolidated Gas & Electric Co. 
—7th Annual Electric Show was scheduled 
for Nov. 28-Dec. 3 with Christmas gift spe- 
cials for Dec. 

Seattle City Light & Power—Electric range 
campaign and light conditioning in home and 
business for Dec. Weekly cooking school con- 
tinues. $15 range wiring special; crew in field 
on IES lighting; electric ironer demonstra- 
tions furnished to dealers. 

Southern Calif. Edison Co., Ltd—Home 
Show in Fullerton, with all dealers partici- 
pating. Home shows for Jan. Iron replacement 
campaign for Jan. 

Southern Colorado Power Co.—Ranges, light 
conditioning campaigns for Dec. Light condi- 
tioning for Jan. 

Utah Power & Light Co. and Subsidiaries— 
Home lighting, ranges and water heater cam- 
paigns for Dec. and Jan. 





1940 Theme 


Donald Duck to buck up electric 
water heater sales 


“Life is duck soup, with electric 
water heating.” So the theme song of 
the new Modern Kitchen Bureau 1940 
advertising campaign goes on electric 
water heaters. A series of national ad- 
vertisements will appear, in which Don- 
ald Duck, Esq., personally sponsors 
statements about safe, clean, carefree. 
electric water heating—flameless and 
fumeless—like electric light. Folders, 
consumer booklets, and big window 
banners will feature that wise-cracking 
hero of the comics and silver screen. 

Another box office smash is the MKB 
Electric Range campaign for 1940 with 
the theme “Then and Now.” Selling 
guides, window banners and display 
cards, tie-in newspaper advertisements, 
radio spot announcements, direct mail 
will all carry the message “Fast as fire. 
without the flame—clean and cheap, 
like electric light.” 





























APPLIANCE SALES REPORT, 1939 
A Summary of Dealer and Utility Reports Compiled by Associations, Societies, Bureaus, or Dealer Contact Departments of Utilities 
REPORTING | Northwestern Montana Power | | San Diego Cons | San Joaquin | Southern Calif.| Utah Power Wash. Water 
Idaho Power Co.t Elec. Co.? 3 P.G.&€E.Co‘| G. & E. Corns | Power® | Edison Co.. Ltd.* & Lt. Co.* Power Co 
COMPANIES Current 10 Mos. Current tMos. Current 9 MoS.'Current 9 Mos, Current 9 Mos. Current {0 Mos. Current {0 Mos. Current 9 Mos. Current 9 Mos. 
| | ERR CET 
SSS ASS A TS AALS eT eS | 

Ranges__..-.....-.--- 249 3,055 25! 988 304 2,909 44 373) 127 1,171 196 1,739] 256 2,745, 255 1,861 

Water Heaters... ad 1456 31 131) 232 2,192} 40 31270 603,59 638| 47 866 475 1,782 

Air Heaters, aux... 166 2,449 174 981 158 542 

Alr Heaters, 220....-. 66 2260124 863 57 502 

Refrigerators__........ 154 4,467 738 5,059 4,926 38,038 766 6,229} 212 5,102 2,904 32,616, 848 8,491, 386 6,699 

Dishwashers___..-___- ' 19 12 114) 2 24 27 3 

See 448 4,084 1,049 4,760 3 967 24,175, 871 3,149) 339 3,226 2,985 22,938 973 6,643 529 4,210 

hcl ccsateiptecee 26 297 113 515) 465 4,208 68 446 4t 432) 321 2,762 37 442 35 265 

Vacuum Cleaners. ..... 60 1,261 350 1,790 2765 23,450 249 2,131 933 10,132 543 3,359 220 1,947 

RI iciiteiciidrontena 1,159 6,846 3,538 10,742 44 450 © 1,322) 1.415 8,503, 693 5,871, 6,085 44,980 1,755 12,446 2,044 12,889 

SS 59 58! 267 2,371, 157 930 31 377,215 2,270, 92 1,137) 134 1,016 

Cookers, Casseroles___- 17 305 180 285 48 424 2 38 3t 382 3 109-157 2,532 

a 617 4,939 454 3,758, 277 2,634 1,161 10,242 937 8,419 765 5,618 

Waffle Irons__.._.___- 144 1,162 210 1,490 92 754, 297 2,965 257 2,798 223 1,419 

SN, totineunncon de 310 2, 187 407 2,929, 130 1,153) 513 4,746 264 3,069 467 3,283 

Table Stoves__..___._- 175 2,971 1,480 7,260 53 545 38 251, 198 1,917, 266 3,183, 727 1,217 

Heating Pads__....._- 141 734 48 891 51 319 132 1,301 105 1,300 $4 68! 

Curling trons__..__.._ 37 366 87 1,072 . 

Coffee Makers__.....-. 231 1,954 376 2,976 105 1,174 283 2,616 127 1,365 397 3,151 

Sewing Machines__-.-_- 640 4.277. ‘N12 952 18 119 294 1,604 100 718 

i cadsthuiamcasdes 147 1,281 356 2,828 141 1,285 474 4,470 280 2,495 220 1,881 

IES Sa ee i 2,028 7 743 697 3.705 25 1,640 47 2,715 

Floor Polishers____.--. 

Sun Lamps_..__..-.-- 23 181 20 310 i 50 4 89 

Reflector Lamps___--_- 713 3,534 207 1,698 

Misc. Lamps__.__....- 903 5,743 179 1,929 

0 32 428 32 239 

Yard Lights__.___..._ 

SOURCES 
® Gathered by Bureau of Radio and Electric Appliances of San Diego 

Ma. pa Seng paced | ona aioe is Aeitiee. lates County. Estimated monthly sales figures used in this table: Miscellaneous 

iled figures includes fans, curling irons and sun lamps. 

“iy sa ane ge Alara —— Peet eon Figwe cone e Cones from dealer reports by Merchandising Division of San Joa- 
* Combined dealer and company sales from report of Montana Power Co. : T Includes reports from dealers on San Joaquin Valley system of company 
*P. ~. « - — sales ha —— ee Bae Bgnon on —- as well as Southern California areas served. 

ee Some Cenleee sncsunte. Ti. a heen a *Includes Utah Power & Light Company territory in Utah, Idaho and 

— pet yg = patty bo Pande gg - BA po oer < Rama Wyoming. Also Western Colorado Power Company territory. 

companies reported in other columns of this table. + October figures were not available at time of going to press. 
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38 Sales 


Sales To Music 


Colorado Springs store pairs 
electrical and musical goods 


The Colorado Springs Music Co. of 
Colorado Springs, Colo., operates un- 
der the “Golden Rule” principle, al- 
though there is nothing in evidence to 
support this contention when the aver- 
age customer enters the store. Under 
the direction of F. R. Flanigan, man- 
ager, business is being carried on under 
a “Do others as you would be done by” 
spirit—but Flanigan himself has never 
directly voiced this principle when talk- 
ing about his organization. 

Flanigan explains his policy with a 
“sive your customers a fair deal” code, 
when asked how he has built up this 
dealership—which, incidentally, is one 
of the best of its kind in the state. 

“The ‘price’ of an article really 
doesn’t mean so much to the customer. 
The only thought the customer will 
ever give the monetary value of the ar- 
ticle you’re trying to sell her is the 
‘value’ you give it in your sales talk 
in terms of what that piece of merchan- 
dise will do for that customer. Clothed 
in a description of convenience, eff- 
ciency, style and beauty, and other in- 
herent features and qualities, the prod- 
uct becomes a necessity in the mind of 
the customer, and the price is secondary 
to the want.” 

With this sales principle Flanigan’s 
customers stay “sold”. He has scores 
of customers who have been trading 
with him for more than 15 years. He 
has many records of sales to families, 
starting with the sale of a player piano, 
then a phonograph or “Victrola”. a 
more modern one, a radio, and finally 
an electric refrigerator, making the 
sales in the order named when the 
products were popularly accepted by 
the public. 

One important policy Flanigan cites 
as being instrumental in his success is 
that of “one price for everyone”. No 
“dealing” is countenanced and “spe- 
cials” of all kinds are frowned upon. 
The adoption of “one price for every- 
one” saves the dealer many accounting 
headaches, adds to the goodwill for the 
store, and is one of the soundest prin- 
ciples a dealer can use, he says. 

“Simply see yourself as the customer 
entering the store, and then give that 
customer the same treatment you would 
want yourself, and you'll be surprised 
how much difference it makes in your 
approach,” Flanigan explained. Too 
many dealers and their salesmen have 
too much of a “here comes a suspect— 
wonder how much I can get out of “em” 
attitude. 


F. R. Flanigan, pro- 
prietor, Colorado 
Springs Music Co., 
leaves his music stock 
long enough to con- 
vince a customer 
about the merits of 
a Westinghouse re- 
frigerator. Flanigan 
is a strong believer 
in good display and 
the sales principle 
that price is second- 
ary to a customer's 
want. That's why 
scores of his cus- 
tomers stay "sold" 


Most of Flanigan’s prospects are se- 
cured through his regular customers, 
and much of his store traffic results 
from his constant use of the Westing- 
house technicolor films in the local the- 
aters. He has been using these techni- 
color films for the past two years and 
says theyre his best single promotion. 
He uses newspaper advertising consis- 
tently and radio programs for “hot” 
items. 

His company handles a full line of 
electric appliances along with its stock 
of musical instruments, small goods, 
pianos and radios. Flanigan got his 
baptism in the retail business some 
twenty years ago as a piano salesman. 
Seventeen years ago he started in busi- 
ness in Colorado Springs and was one 
of the first in that western territory to 
get a Westinghouse franchise. He ap- 
plied for the franchise when he heard 
the company would merchandise re- 
frigerators, but since the distribution 
was limited at first, he had to wait for 
about a year before he could get into 
the business. 

Successful with the sale of electric 
refrigerators he added the full line of 
electrical appliances to his music stock 
and has continued the aggressive mer- 
chandising efforts he used to establish 
himself in the business. Although the 
piano business is staging a “comeback”, 
he intends to keep the combination of 
electrical appliances and musical goods, 
as the sales problems for both of these 
products are similar. 

Summing his own interpretation of 
the “musts” for a successful dealership, 
Flanigan says: 1. Have a good stock 
of merchandise, well displayed. 2. 
Have a consistent advertising program. 


3. Work like “hell”. 


@ SALEs CAMPAIGNS on home light- 
ing equipment this fall may be entered 
for cash awards offered by the Home 
Lighting Equipment Sales Committee 
of Edison Electric Institute. $100 in 
cash will be distributed for the best 


Electrical West—Vol. 83, No. 6 





campaigns on any one or any combina- 
tion of IES Better Sight Lamps, shades 
and adaptors, lighting fixtures, and 
pin-to-wall lamps. To be eligible for 
the contest, the campaign must have 
taken place between Sept. 1 and Dec. 1. 
Elaborate reports are not essential, but 
should include an outline of the cam- 
paign, sales results, number of domestic 
meters covered, number of salesmen in 
the activity, and samples of advertising 
and sales promotional material. 

@ WINDow pisPLay designers hit new 
highs in the contest that featured Na- 
tional Washer-Ironer Week. Winner of 
a $200 first prize, were Barker Bros., 
Los Angeles, with J. R. Stewart, display 
manager. A second prize award went to 
Urner’s, in Bakersfield, Calif. Among 
the fourth prize winners were H. L. 
Miller, Pasadena; A. A. Peterson Thor 
Shop, Everett, Wash.; Jackson Furni- 
ture Co., Oakland; Powers Furniture 
Co., Portland, with J. Walter Johnson. 
display manager. A $100 prize to manu- 
facturers’ or distributors’ salesmen 
who promoted the installation of the 
award-winning windows was won by H. 
D. Rice, Apex, Los Angeles. 

@ First PRIZE nationally for sales of 
Thor Washers went to the Thor Pacific 
Co., San Francisco, George Dickey, 
manager, for the best record in the big- 
gest month of washer sales Thor has 
known in 33 years. October topped all 
records since the company’s start. The 
San Francisco branch covers’ territory 
in California from Bakersfield to the 
Oregon line and _ includes Nevada. 

@ In 4 UNIQUE kitchen-planning con- 
test just completed, and sponsored by 
the Hotpoint Kitchen Sales Division, 
first prize in the distributor group went 
to Fred Scheel, G-E Supply Corp., 
Denver, and second prize to L. J. 
Perkins, G-E Supply Corp., Los An- 
geles. Among Hotpoint representatives, 
honorable mention was awarded to Rea 
Moore and L. F. Dickman of the Seattle 
district. 
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PCEA Regional Meetings 
Hit New Peak 


More than 2,300 industry members 
heard messages on new business oppor- 
tunities and on the benefits of the enter- 
prise system at the twelve regional PC 
EA meetings held between Oct. 30 and 
Nov. 14. This was the third year in 
which the PCEA has sponsored such 
gatherings and attendance reached new 
peaks. 

Topped by Fresno with a total of 315, 
attendance at the individual 
was Santa Barbara 179, Santa Ana 190, 
San Bernardino 210, El Centro 170, San 
Diego 169, Chico 120, Stockton 211. 
Petaluma 150, San Jose 265, Watson- 
ville 210 and Reno 120. Attendance 
was divided almost equally between util- 
ity people and contractors, dealers, 
wholesalers and manufacturers. 

Heading the corps of speakers was 
Dr. George W. Allison of the EEI Mod- 
ern Kitchen Bureau, who gave an in- 
spirational address on sales opportuni- 
ties. “Doc” Allison blasted the satura- 
tion bugaboo by pointing to the sewing 
machine field where one manufacturer 
produces 2,000 machines daily for a 
market that has been saturated for years. 
and to the automobile industry which 
sells 4.000.000 cars annually in the face 
of a saturation of three cars for every 
four American families. Kitchen mod- 
ernization, he contended, will increase 
the value of a home more than the cost 
of the modernization job. In addition 
it will assure saleability, make the home 
more rentable and keep it rented more 
consistently. Thus it protects the home 
owner's investment over a long period 
of time. he said. He urged the industry 
to adopt a slogan—“‘Sell the difference” 


sessions 


cost of the modern electrical way is 
represented only by the difference be- 
tween present costs and the cost of do- 
ing the same thing electrically. 

“The Question Box” was a feature 
prepared by the PCEA Industry In- 
formation Committee and presented by 
Graham Holabird, National Electric 
Products Co., in the South and by 
George C. Tenney, ELECTRICAL WEsT’s 
editor, at the northern meetings. Using 
lantern slides, these speakers developed 
the business possibilities of electrical 
modernization and demonstrated a new 
sales technique for securing such busi- 
ness. 

As in past series of meetings, one 
speaker brought an inspiring message 
foreign to the electrical field. Three dif- 
ference men covered this assignment 
Dr. F. P. Woelner, University of Cali- 
fornia at Los Angeles, Dr. Paul T. Cad- 
man, American Research Bureau, and 
James F. Mussatti, manager, California 
State Chamber of Commerce. Each em- 
phasized the worldwide invasion of in- 
dividual liberties by totalitarianism. 
pointed to how these liberties were 
guaranteed under American democracy 
and made a plea for individual interest 
in the preservation of the American sys- 
tem of business and government. 

Meetings in each community were ar- 
ranged by local committees with the 
assistance of V. W. Hartley and R. H. 
Lazarus of the PCEA. Officers of the 
association presided, President W. W. 
Glosser serving in this capacity at the 
northern meetings and A. H. Cage, S. E. 
Gates and C. H. Houston, all PCEA di- 





contending that everything used or rectors, serving at different southern 
purchased costs something, and that the _ sessions. 
ALLISON GLOSSER 




































































@ At THE IES, San Francisco Bay 
cities Section meeting held Oct. 27. 
Nathan Graves, P G and E, was elected 
the new chairman, with Kenneth A. 
Knopf, Westinghouse, as vice-chairman, 
and John D. Erikson, Curtis Lighting, 
was re-elected secretary. Board of Man- 
agers consists of Robert G. Dummel, 
Holophane Co., Inc., Dr. Leland H. 
Brown, professor, illuminating 
laboratories, Stanford Univ., Gilbert A. 
Prosper, P G and E, Fred J. Wellhouse. 
Westinghouse, and William P. Bear, 
P G and E. 

@ SEATTLE CHAPTER of AIEE is 
planning to work closely with young 
electrical engineers, with the object of 
helping them to get adjusted to their 
professional life. Chris Hawkes, Elec- 
tric Storage Battery Co., is chairman 
of this committee. Section officers in- 
clude Glen Smith, City Light, vice- 
chairman; A. I. Launder, Pacific Tel. & 
Tel., chairman. 

@ Jack E. Hammonp, illuminating 
engineer in charge of lighting sales for 
San Joaquin Power Division, PG and E, 
Fresno, was recently elected president 
of the San Joaquin Power Club. A. C. 
Joy was toastmaster for the election 
banquet. Other speakers included A. C. 
Wishon, vice-president and assistant 
general manager, E. P. Smith, assistant 
to the vice-president, L. R. Stubble- 
field, retiring president of the Power 


Club. 


asst. 


Contractors 


Seattle association moves 
into new offices 


Seattle’s Electrical Contractors’ 
Assn., together with other building in- 
dustry groups in that city, has com- 
pleted arrangements to occupy new. 
specially-designed offices in the Frye 
Hotel, Third ave. and Yesler Way. 

A major portion of the second floor 


of that structure has been altered to 
provide extensive offices, conference 
rooms, special dining rooms and a 


lounge. Occupancy of the new space 
was set for about Dec. 1. 

Seattle Construction 
senting 
groups, 


Council. 
various building industry 
will have head- 
quarters in the new location. In addi- 
tion to the electrical contractors, other 
contracting groups have taken 
offices include the plumbers, painters, 
plasterers, and road _ building 
tractors. 

Van S. McKenny, Van S. 
Co.. veteran trical 
worked closely with Homer Bergren. 
of the Seattle Chapter, Associated Gen- 
in making 
plans for the new headquarters. 


repre- 


its general 


who 


con- 


McKenny 


ele contractor. 


eral Contractors, in industry 
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Notebook 


An Electrical West Editor Attends 
Two Eastern Conventions 


END a reporter to the convention 
and make him bring back a full 


account of what went on, the ex- 
ecutive committee of the Electrical 
Contractors Assn. of Northern Califor- 
nia decided. And so Bill Cyr, asso- 
ciate editor of Electrical West, who 
has acted as volunteer secretary of that 
association for some years, was sent to 
the National Electrical Contractors 
Assn. convention at Philadelphia. Be- 
cause the International Assn. of Elec- 
trical Leagues was holding its annual 
meeting in New York just a week pre- 
vious, the Pacific Coast Electrical Bu- 
reau, Northern Division, asked him to 
represent it at that meeting too. Other 
Western electrical leagues also sent him 
their proxies. 

Comprehensive notes were taken by 
Associate Editor Cyr and from these 
he has given verbal reports to meet- 
ings of electrical contractors in com- 
pany with Ken Ryals, president of the 
contractors association. To leagues he 
has placed in the hands of the mana- 
gers full details of Eastern league ac- 
tivities which seemed to offer useful 
ideas for Western application. Out of 
these notes the following observations 
on both meetings may be regarded as 
interpretative of the significant and 
useful ideas or trends as seen from a 
western viewpoint. 


What Electrical Leagues Are 
Doing Elsewhere 


First day and a half of the three- 
day gathering of some 25 managers 
and secretaries of mature electrical 
leagues from eastern cities, was held in 
company with representatives of other 
electrical industry companies and asso- 
ciations. During these sessions leagues 
were told what they could do for the 
good of the industry by industry 
spokesmen. Remainder of the meet- 
ing was a closed, brass-tacks exchange 
of ideas and methods by the league 
managers themselves, deciding what 
they really could do and recounting 
what had been done, what the results 
had been, and the “bugs” discovered 
for the benefit of fellow league execu- 
tives. Next year at New Orleans the 
entire three days will be devoted to 
such hard-boiled, meaty stuff. It is 
out of this type of session that the most 
practical information comes. Ques- 
tioned and tested in the cross-fire of 
experienced managers, the weaknesses 
and strengths show up. 


From the latter type of session came 


most of the following accounts of how 
some of the pressing problems of the 
industry are being tackled in certain 
local leagues or cities. 

Trade-ins—A firm in Philadelphia, 
with the blessing of the league, offers 
a solution to the refrigerator trade-in 


situation. The league maintains an 
appraisal service and publishes a 
“blue-book” of trade-in values. This 


company buys outright from dealers 
or will recondition for them refrigera- 
tors taken in trade. It pays half the 
blue-book price for them, or for $20 
to $25 will recondition a refrigerator 
for the dealer. Last year more than 
800 were so reconditioned. No difh- 


Electrical contractors 
of the West were 
represented at Phila- 
delphia NECA con- 
vention by the Cali- 
fornia delegation 


STONE 


culty has been found disposing of them. 
Large department stores have taken 
quantities to feature as specials. Deal- 
ers use them instead of “loss leaders,” 
and also to reach down into the lower 
income market. Twenty-five per cent 
of the old boxes were junked. 

Shopping—Selling ethics are kept on 
a cleaner basis in Hartford, Conn., be- 
cause the league conducts a shopping 
service. These shoppers may be inter- 
viewed by salesmen at their homes or 
in calls at the store. Full reports are 
rendered of any claims or offers which 
may be made contrary to accepted 
trade-in policies or good practices. A 
copy of the report is sent first to the 
dealer whose salesman has offended, 
asking that correction be made and as- 
surance given of its nonrepetition. Oth- 
erwise the report is given wide public- 
ity to the rest of the trade. This is 
usually effective in restraining over- 
zealous and careless salesmen. 

Range W iring—Two interesting range 
wiring plans were reported. In Youngs- 
town a group of 10 electrical contrac- 
tors have organized an_ installation 
company to handle range wiring as a 
specialty, separate from their own busi- 
nesses. The installation company has 
special trucks and equipment for a 
quick, standardized job of range in- 
stallation and special crews skilled in 
such installation. By cutting corners, 
lower overhead, standardization, they 
make it profitable on an hourly rate of 
$1.50 and a low installation cost. 

Hartford, because of extensive range 
rental activity in the past, has a high 
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saturation of range wiring. Thus it 
can now conduct a unique “wiring 
pool.” Reasoning that the investment 
already in existing range wiring rightly 
belongs to the entire industry, the 
league and utility have convinced all 
dealers to pay a standard charge for 
each range sold. The charge is $15, 
and is added to the cost of the range 
in every instance. Whether or not the 
new range needs new wiring this sum 
is placed into the fund, known as “Con- 
tractor Associates,” independent of the 
league finances but operated through 
the league. Out of this fund the con- 
tractors are paid for range wiring 
whenever it is required. The fund is 





RYALS CHAMBLIN CYR 


sufficient also to supply a free installa- 
tion to a purchaser of a range for one 
move from one house to another. 

Table Appliances—Realistically the 
league managers discussed the small 
appliance situation. It was their con- 
sidered opinion that three difficulties 
make small appliance sales unprof- 
itable and unattractive to dealers— 
1. Chain store volume sales of cheap 
lines at low prices and better lines at 
cut prices; 2. The inroads of buying 
clubs and _ cooperative associations 
which buy for employees of large 
corporations or community groups; 
3. Over-the-counter direct sales by 
wholesalers and distributors to the 
public. Unless something can be done 
to restore profit to small appliance 
sales, dealers cannot be interested in 
them. 

Wiring—All leagues are energetic- 
ally promoting the National Adequate 
Wiring program, many of them blend- 
ing the older Red Seal emblem with 
that of the A-W. Cincinnati seems to 
have been particularly successful in 
getting speculative builders interested. 
Its league advertises their adequately 
wired homes for them on the real estate 
pages. The real estate page editors 
have also used a series of informative 
articles on wiring and are asking for 
more. 

Rewiring—Although few leagues had 
encouraging reports of success in the 
promotion of rewiring, in Pittsburgh 
the utility was declared to have had 
considerable success in selling the re- 
wiring of residences. Some 800 to 900 
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jobs a year, averaging $75 apiece, are 
said to be the accomplishment of a 
supervisor and a small crew of sales- 
men. Financing is evidently carried by 
the utility. No other league has had 
as much success as the Pacific Coast 
Electrical Bureau, Northern Division, 
in its efforts to influence building own- 
ers to rewire commercial and indus- 
trial office buildings. 


Lighting — Through the league in 
New Orleans, contractors and whole- 
salers’ salesmen are being paid com- 
missions on commercial and industrial 
lighting load developed during a cam- 


paign. 


Three Themes of Contractors 
Convention 


Throughout the NECA convention 
three dominant themes persisted. On 
the program and off of it, they still 
managed to be the most vital of the 
many subjects covered. (See Electrical 
Contracting, Nov. 1939, p. 12 to 20 for 
an excellent complete condensed _re- 
port.) 

These themes were: 1. A new and 
friendlier understanding with labor; 
2. A realization that contractors and 
their journeymen must both do more 
selling; 3. Indignation over the inquisi- 
tional methods used in the U.S. Dept. 
of Justice in its “investigation” of the 
construction industry. 

Machinery for smoother relationship 
and better working understanding be- 
tween the IBEW and NECA includes 
NECA’s recently formed labor rela- 
tions committee, NECA sponsorship of 
employer representation in the 20-year- 
old tried and trusted Council on In- 
dustrial Relations, and a fresh and con- 
structive expressed attitude from Dan 
W. Tracy, president of International 
Brotherhood of Electrical Workers. 

The labor relations committee is the 
superior court to which local associa- 
tions can take an unsolvable local dif- 
ficulty, either with the union or its 
agents. It will undertake to negotiate 
for peace through IBEW head men. 
The Council on Industrial Relations is 
the mediation board before which 
strikes or deadlocked misunderstand- 
ings can be taken for settlement. 

New attitude expressed was that once 
collective bargaining has been estab- 
lished the union serves its members 
best by helping to make the business 
of the employer profitable so that he 
may employ more men and pay them 
established wage scales. To this end 
Tracy urged that contractors face to- 
gether with unions some of the press- 
ing needs of recapturing lost markets, 
employment, apprentice training, man- 
agement of labor. 


Code—George Andrae, NECA mem- 





ber on the Electrical Committee, code 
making body, offered as an alternative 
to the Edison Electric Institute’s pro- 
posed changes to the National Electric 
Code as a means for cheapening wiring 
costs, that an industry commission 
study the possibility of standardizing 
and simplifying some of the 1500 types 
and kinds of boxes and fittings and the 
uneconomic varieties of wires and ca- 
bles on the market. “Wiring,” he said, 
“has never been a merchandisable com- 
modity in the ordinary sense and cutting 
the price of it won’t make it so.” 

At the elections, R. W. McChesney 
of Washington, D.C., was elected presi- 
dent for a two-year term. A. L. Stone 
of Los Angeles was re-elected execu- 
tive committeeman for Division 9, the 
states of California, Arizona and Ne- 
vada. Clyde Chamblin, San Francisco, 
is the member for the same division on 
the labor relations committee and a 
member of the Council on Industrial 
Relations representing the electrical 
contractors. Sam G. Hepler, Seattle, 
holds the same positions for the north- 
west states of Washington, Oregon, 
Idaho and Utah. 


Western Codemakers 


Representation on the Electrical Com- 
mittee of National Fire Prevention Assn. 
from the West has been increased by the 
appointment of two new westerners to 
that body. Ralph W. Wiley, chief, de- 
partment of electricity, San Francisco, 
has been elected a member of the Elec- 
trical Committee representing the confer- 
ence of mayors, one of five voting mem- 
bers added to the committee recently. 
George Kimball, electrical engineer, In- 
dustrial Accident Commission, state of 
California, has been appointed alternate 
to C. George Kruger of the Department 
of Labor, Trenton, N. J., as a member 
representing the International Associa- 
tion of Industrial Accident Boards and 
Commissions. 

Other members from the Coast in- 
clude R. H. Manahan, chief, electrical 
division, Los Angeles, with Ben C. Hill, 
supt., electrical division, Oakland, as 
alternate, representing the Southwestern 
Section, International Assn., of Electri- 
cal Inspectors; L. W. Going, chief in- 
spector, Portland and F. D. Weber, engi- 
neer, Oregon Insurance Rating Bureau, 
Portland, as alternate representing the 
Northwestern Section, IAEI. 

A meeting of the Committee has been 
called at Atlantic City, Dec. 4-6, with 
an Executive Council session of [AEI in 
the same city Dec. 2-3. H. A. Patten, 
Washington Surveying and Rating Bu- 
reau, Seattle, represents the Northwest- 
ern Section on the Executive Council; B. 
C. Hill represents the Southwestern. 
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@ Every worp of the 60,000 spoken 
at the Western Regional Adequate Wir- 
ing Conference held at San Francisco 
Aug. 17-18 is now available in a mimeo- 
graphed proceedings published by the 
National Adequate Wiring Bureau, 155 
E. 44th St., New York City. Because of 
the length and volume of these reports 
and the stenographic cost involved, sin- 
gle copies are sold at $10 each. 


Agenda 


Electrical organizations meet to 
discuss current phases of industry 


Associations and leagues throughout 
the eleven Western states have entered 
in the holiday season with full pro- 
grams, interesting speakers and helpful 
demonstrations. Here’s the activities of 
a few: 


AIEE, Utah section—Nov. 3 in Newhouse 
Hotel, Salt Lake, C. F. Wagner, consulting 
transmission engineer of Westinghouse Elec- 
tric & Mfg. Co., gave a demonstration of his 
“mechanical analogy of electrical line surges.” 
Frank E. Young, Jr., chapter chairman, pre- 
sided. 


Bureau of Radio & Electrical Appliances 
of San Diego County—Seventh Annual Elec- 
trical Show ran from Nov. 28-Dec. 3. Reprint of 
radio log books made for dealer distribution. 


Electrical League of Utah—Annual meet- 
ing to be held Dec. 27, at which time officers 
for coming year will be elected. 


EMEA, Southern California section—Last 
meeting held Nov. 21 at Royal Palms Hotel, 
Los Angeles. Frank Short, engineer, Industrial 
Accident Commission, was chairman, assisted 
by Arthur Veit, chief Los Angeles County 
Electrical Inspector, and R. H. Manahan, 
Chief of Dept. of Electricity, City of Los 
Angeles. 


Electric Club of San Diego—Met Tues., 
Nov. 14 at U. S. Grant Hotel. Paul Jenkins, 
publisher of Imperial Valley Press, spoke on 
“Imperial Valley.” Ray Cavell, San Diego 
Consolidated Gas & Electric, was chairman of 
the day. 


San Francisco Pot & Kettle Club—Regular 
luncheon meeting held Nov. 10 at Western 
Merchandise Mart. Guest speaker was L. L. 
Gribble, sales manager, Electrical Specialty 
Co., who spoke on “Plastics and Some of 
Their Diversified Uses.” 


Santa Barbara Chapter, NECA, Met Oct. 
30 for district meeting PCEA. Dr. H. N. Alli- 
son, G. Holabird, and Dr. F. P. Woellner, 
were speakers, Nov. 9 and 24th, business and 
dinner meetings; Dec. 14 and 28, business and 
dinner meetings scheduled. 


Electric Club of Washington, Meets Monday 
noon at Arctic Club. Austin V. Eastman, asso- 
ciate professor electrical engineering at Univ. 
of Washington, spoke on “Present Status of 
Television” Oct. 30. William J. Bain, AIA, and 
Ray Muftly were speakers at Model Homes 
opening. Herb Strandberg, City Light trans- 
mission engineer, Seattle, showed a moving 
picture Nov. 13 on “Construction of City 
Light Skagit Transmission Line.” 
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Electrical journeymen, at an evening class 
in San Francisco, listen to words by Clark 
Baker and Walter Heston of PCEB 





OW to interest the electrical 
H journeyman in adequate wir- 

ing? Primarily, I believe, this 
is a matter of appealing to the journey- 
man’s pocketbook. By that is meant 
that he, like other individuals, is inter- 
ested in putting more money into his 
pocket, in this case through the medium 
of more work. The only thing the 
journeyman has to sell is his labor; the 
only way he can sell that is to have 
more work to do. Therefore it becomes 
a matter of self-interest to promote 
anything that will increase the amount 
of work to be done. Adequate wiring 
will do this and hence it becomes a 
matter very close to the heart of the 
journeyman. 

The problem is to show the journey- 
man that once he becomes convinced 
adequate wiring is meant for his own 
good—as well as that of all others con- 
cerned, he cannot be human unless he 
does his best to help the adequate wir- 
ing movement. With this idea in his 
mind, the industry will have gone a 
long way ahead in its long struggle to 
break the bottle-neck to adequate, effi- 
cient and satisfactory use of electricity. 
whether for domestic, commercial or 
industrial usage—for inadequacy in wir- 
ing is not confined to residential appli- 
cations, although that is where it seems 
to predominate. Few office buildings 
today are wired for adequacy in light- 
ing and the increasing use of business 
machines. 

Not too much blame can be put upon 
the journeyman for his failure to appre- 
ciate the value of adequacy in wiring. 





said to be built in the San Francisco 
bay area. If each home had just one 
additional convenience outlet it would 
mean about $20,000 more in labor. If 
each of these homes were adequately 
wired, it would mean several times 
that figure in increased workingmen’s 
income. The journeyman can see that 
as well as anyone else, once it is 
pointed out to him. And when it is 
pointed out, he certainly is going to do 
all that he can to keep those pay checks 
bigger and more regular. And that is 
going to be a big help in selling ade- 
quate wiring. 

Now, most workmen are proud of 
their ability and their work. If, to this 
pride in craftsmanship there can be 
added the thinking that every turn of 
the screwdriver, every pull on a wire, 


- Inform the Journeyman 


By George Barker 


Most journeymen are honest and hard 
working, with pride in the work they 
do. However—and I say this without 
any reflection on any individual or 
group—the journeyman in many cases 
has had an atrociously bad example set 
for him by his employer. 

Unfortunately, some contractors 
chisel down on jobs, suggesting cuts 
here and there (“Leave out that outlet 
and save a dollar-and-a-half”) solely in 
order to bring the cost of a job down 
so that he may appeal to a money 
harassed owner and thereby get the job. 
This is either with or without a figure 
lower than his competitor would give 
for the butchered electrical specifica- 
tion. 

Naturally some of this so-called 
“advice” has been given the owners in 
the presence of the journeyman. It 
isn’t to be wondered then that the jour- 
neyman should come to feel that a 
specification founded on adequacy is 
just so much “hay.” If the boss says 
it isn’t necessary, and it means cutting 
down the boss’ profit if it isn’t, then it 
must not be necessary. “Just some guy 
trying to fat up a job and sell more 
materials.” The fact that the job as 
originally planned meant more work is 
lost sight of. 

The problem, then, is to show the 
journeyman not only that adequate wir- 
ing means satisfaction to everyone con- 
cerned, but that it means more business 
for the contractor who employs him. 
which in turn means more work for the 
journeyman. 

About 20,000 homes, annually, are 


every tap on a circuit, every switch or 
outlet or device that is installed by the 
journeyman, means not only a demon- 
stration of his technical skill, but 
means, too, that he is performing a serv- 
ice for some other human being, then 
I believe that we shall have gone 
another step forward in the solution of 
this problem. 

If the journeyman has his thinking 
directed that way instead of into the 
chiseling channel and the channel of 
objection to codes, ordinances and 
necessary safety provisions, he is bound 
to become a valuable ally to those who 
are promoting adequate wiring. 

Here in northern California the Pa- 
cific Coast Electrical Bureau is attempt- 
ing to do this—and with the help of the 
union, are presenting a course of six 
lessons in San Francisco. Classes are 
of one hour and a half each, to the 
entire membership of the electricians’ 
local. In Oakland a somewhat similar 
course is in progress with other courses 
arranged for in Richmond and San 
Jose. 

Meetings of journeymen in San Fran- 
cisco have been so enthusiastically at- 
tended that the facilities of the union 
hall have been taxed, and larger quar- 
ters may be necessary. 

In San Francisco we are also pre- 
senting a course of six lessons to elec- 
tricians’ apprentices. They are so much 
interested in the course that they have 
brought as high as thirty-five visitors to 
an evening’s session. 

Throughout the course there runs 
the adequate wiring theme, skilfully 
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handled. We hope to show the journey- 
man that his interest lies with ours and 
thus to increase business, increase work 
and at the same time perform a real 
service to the ultimate consumer—all 
through the medium of the journeyman 
electrician. 

From the interest aroused by these 
courses and from the rapt attention to 
our message, I believe we are showing 
the journeyman a truth he has long 
overlooked—that adequate wiring means 
more work, and more work means more 
pay checks, together with more pride in 


good jobs well done and in a definite 
service to humanity. More pay checks 
mean greater security, better living, 
more enjoyment of life. Every human 
being wants that. 


The journeyman electrician is just as 
human as you and |. All he needs 
te interest him in adequate wiring is a 
realization of the fact that adequate 
wiring is the bridge between just exist- 
ing and really living. Once he realizes 
that, he will become the industry’s 
greatest adequate wiring advocate. 
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When architects and engineers designed this handsome, new windowless Sears, Roebuck store 
in Los Angeles, they turned to artificial lighting to illuminate the building more efficiently during 
the daylight hours. Beyond this parking lot a parking space has also been constructed on the roof 


Sears, Roebuck Light a Store 


DDITIONAL proof of the grow- 

ing popular acceptance of the 

principles of modern illumina- 
tion is the deliberate planning of a new 
Sears, Roebuck and Co. retail store in 
Los Angeles as a windowless structure, 
so that scientifically planned, artificial 
illumination may supply the store with 
the same even light from morning to 
night. 

Originator of the windowless store 
idea was L. S. Janes, national director 
of store planning and display for the 
Sears Company. His functional concept 
of the department store convinced him 
that windows are an impractical source 
of light. His study showed that only 
a negligible percentage of total floor 
space—not more than about 30 ft.—is 
lighted satisfactorily by daylight. In 
addition, Janes found that in most in- 


stances windows actually conflict with a 
store’s lighting system, mingling day- 
light with artificial light in a confused 
manner which detracts from the attrac- 
tiveness of merchandise. As a result, the 
new Sears Los Angeles store, and five 
of the company’s other stores through- 
out the country built in the past few 
years, have turned to completely arti- 
ficial lighting as a more efficient method 
of illumination. Additional advantages 
of windowless stores are the possibility 
of using interior wall space to better 
advantage, protection of merchandise 
from dust, and simplification of air con- 
ditioning and heating. 

The new Sears store at Pico and West 
Blvds., Los Angeles, has an _ indirect 
lighting system in the sales areas with 
one fixture per bay, designed for use 
with Silvray lamps. One thousand-watt 
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lamps are used for the first floor, and 
750 watts for the second floor and base- 
ment. Concealed direct lighting is pro- 
vided under ducts and in certain areas 
where the ceiling is furred down. The 
average intensity on the first floor is 18 
ft.-candles, and in the basement and 
second floor the illumination is approxi- 
mately 15 ft.-candles. Total demand 
for lighting is approximately 600 kva. 
on all three phases. 

Clean, fresh air is supplied the store 
by a ventilating system utilizing four 
large electric fans located on the roof 
of the building. A separate fan sup- 
plies each of the sales floors and the 
stock room, providing for a maximum 
of eight complete changes of air per 
hour. Each fan is equipped with a Vor- 
tex control to permit a reduction im the 
amount of air for winter operation when 
heat is required. The air is water cooled 
in summer, and is heated in the winter 
by a hot water system. In addition to 
the supply fans, several exhaust fans are 
provided for the few enclosed areas 
within the building. Power to the mo- 
tors operating the fans is supplied from 
a separate bank of transformers located 
on the roof adjacent to the fan room. 
The high tension service is carried in 
conduits buried in concrete to this point 
and there is reduced to 440 volts, thus 
making a substantial saving in copper 
over the transformer location in the 
basement. 


Newberry Electric Co., Los Angeles, 
was the electrical contractor. The build- 
ing was designed by John Raben and 
the architect was John D. Redden, both 
of Sears store planning department. 
Besides its windowless features, the 
building includes a number of other de- 
partures from standard department store 
architecture and arrangement. A _ park- 
ing court is located on the roof, with 
space for 260 automobiles. Since the 
structure nestles into a hill, it was pos- 
sible to build this parking space at the 
same level as West Blvd. Recognition 
of the importance of the automobile 
and bus as “window shopping convey- 
ances” is taken in six double-deck dis- 
play windows along the front of the 
building. The upper windows are used 
for “billboard type” of displays, while 
the lower windows give more detailed 
merchandise displays catering to pedes- 
trians. On one corner of the store is 
one of the largest display windows in 
Los Angeles—18 ft. high and 40 ft. 
wide. 


The “open selling” concept of the 
store, of which proper illumination is 
an important unit, emphasizes the ac- 
cessibility and visibility of merchandise. 
Open display tables permit customers to 
handle merchandise personally. None 
of the floors are broken up into enclosed 
specialty shops. 
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Safety Conference 


Traffic engineer advocates better 
highway lighting 


Ralph P. Dorsey, Los Angeles City 
Trafic Safety Engineer, thoroughly 
convinced from his own experience as 
to the value of safety lighting for high- 
ways as a means for reducing traffic 
accidents and death rates, fought a 
singlehanded battle valiantly at the 
Western Safety Conference at Hotel 
Oakland, Nov. 12-16. He also addressed 
a joint meeting at San Francisco Junior 
Chamber of Commerce Safety Commit- 
tee and the Illuminating Engineering 
Society, Nov. 8, in Oakland. He made 
a strong case for the use of gas tax 
funds for lighting of highways, con- 
tending that the lighting equipment prop- 
erly should be considered integral with 
the highway system. Referring to the 
great expense the highway departments 
go to in order to regrade roads to pro- 
vide 1,000-ft. visibility, he asked what 
use it was if the visibility was not fur- 
nished at night as well as in the day 
time. On heavily loaded highways, 75 
per cent of use is in the day time. He 
advocated lighting of highways to de- 
velop greater night time use and return 
a greater value on the investment in the 
road. 





@ Local LEAGUES, dealers and utili- 
ties in Rocky Mountain Electrical 
League territory are subscribing to a 
promotional Christmas merchandising 
and outdoor lighting fund that will run 
more than $50,000. Newspaper adver- 
tising, expositions and merchandise ex- 
hibits, radio programs, billboards, 
posters, stickers and other advertising 
media will make up the barrage to 
capture public attention. The League 
is furnishing ready-made Christmas 
lighting plans to local leagues and 
member companies. These are applic- 
able to any city or town, setting forth 
the best methods of organizing and con- 
ducting lighting activities. 


@ DECORATIVE LIGHTING will again 
be fostered at Vancouver, B. C., this 
Christmas by the Junior Board of Trade 
and the Vancouver Sun. Arrangements 
are being made for the annual “Beautify 
for Christmas” contest for the best 
lighted grounds and homes. Valuable 
prizes will be offered in all residential 
areas of the city. Special rates will 
apply only where the electrical installa- 
tion has been handled by members of 
the Vancouver Electrical Assn. 


@ Tuat Sart Lake City may be 
beautiful during the Yuletide season, 
the Electrical League of Utah together 
with the Junior Chamber of Commerce 
is planning a_ residential Christmas 





A practical demonstration of adequate wiring was one of the principle features of the recent 
British Columbia Electric display at the Provincial Exhibit. Two rooms, standing side by side, 
serve as examples of the new and old method of wiring. More than 10,000 people paused to 
listen to the recorded transcript explaining the advantages of modern, adequate lighting and 


wiring. 


W. C. Mearns, illumination engineer, British Columbia Electric, planned the display 
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Lighting Contest, expected to surpass 
any such program in the city’s history. 
A special committee, headed by E. J. 
Duggan, Westinghouse Electric Supply 
Co.’s local manager, has launched an 
extensive drive to aid in making Utah’s 
capital the nation’s 1939 Christmas 
City. 


@ AN EXTENSIVE STREET LIGHTING 
improvement is nearing completion in 
San Francisco, in a program that will 
add more than 30% to street lighting 
and add about $70,000 to annual street 
lighting costs. Since July 1, 993 lights 
have been installed, and 2,468 of larger 
capacity lamps have been put in use. 


Adequate Wiring 


Seattle AWB promotion draws 
national praise 


Commendation from national indus- 
try sources for current Certified Ade- 
quate Wiring promotion work in Se- 
attle was recently received by R. D. 
Horning, secretary-manager of the Se- 
attle Adequate Wiring Bureau. 

Enthusiastic comments came from 
Laurence W. Davis, general manager 
of the National Electrical Contractors’ 
Assn., and Roberta Yeaton, consumers’ 
publicity head for the National Ade- 
quate Wiring Bureau, concerning ade- 
quate wiring broadcasts which have 
been presented weekly in Seattle since 
early fall. 

These programs, given each Friday 
evening as part of the “Highlight Hour” 
of the Puget Sound Power & Light Co.. 
have consisted of five to seven minutes 
of dramatized reasons for Certified 
Adequate Wiring. Backgrounds have 
been laid in all types of potential “AW” 
markets—new residences, older homes 
and commercial structures. Scripts have 
been prepared professionally in close 
cooperation with agency radio execu- 
tives of the power company. 

Miss Yeaton informed Seattle indus- 
try leaders that copies of the Seattle 
programs have been prepared for dis- 
tribution in all parts of the country as 
significant examples of a sound “human 
interest” approach to a difficult sales 
problem. 

To better inform the Seattle indus- 
try of the plan, a portion of a recent 
Electric Club meeting was given over 
to reproducing a typical broadcast. 
The meeting was attended by some 50 
representative sales and _ contracting 
leaders. Professional radio actors, 
secluded in another part of the Arctic 
Club, where the sessions are held, pre- 
sented the program over a portable pub- 
lic address system. 
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Differentiating from the yellow 
light, either color-capped in- 
candescent or sodium vapor, 
used by the California Division 
of Highways as cautionary 
lighting, a new mercury vapor 
luminaire is being tried as a 
standard for marking the en- 
trance points of divided highways, according to an article by F. M. 
Carter, assistant maintenance engineer, in the September, 1939, 
"California Highways and Public Works, from whom these pictures 
were borrowed. Details of the mounting, light distribution, day and 
night appearance are to be seen in the illustrations. The light source 
is a 250-watt mercury lamp in a G-E luminaire fitted with a spun 
reflector shield which directs illumination away from the eyes of the 
oncoming driver and on to those portions of the roadway and the 
signs below where most needed. The isolux graph shows that light 
density ranges from 9 ft candles at the curb of the traffic separation 
island to | ft. candle across the road. Pictures show how well both 
the signs are illuminated. Legibility of the upper sign under mercury 
vapor illumination is nearly 100% greater than over daylight visibility. 
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“With the development of vapor lights conveying different reactions 
to the traffic on public ways," says Engineer Carter, "the traffic en- 
gineer and public officials have given much thought to an intelligent 
use of the various colored sources in an attempt to promote their 
uniform usage. Yellow from sodium lamps coincides with yellow 
caution lights of railroads and highways. Hence sodium lamps are 
now being used at potentially hazardous accident reoccurring inter- 
sections, channelizations, and underpasses. A new problem is that 
of finding a distinctive color for entrances to divided highways where 
potential hazard is of a different character. There traffic must be 
deflected to separate lanes of travel and it is necessary to convey 
that information to drivers. Usually rural and hence without lighting 
other than from headlamps, it is necessary to confine the illumination 
to the curb at the point of the island and to the area the entering 
traffic may use. Traffic existing from such divisional sections should 
also be advised without being forced to pass through an illuminated 
area which creates a period of darkness at a point where the potential 
hazard of head-on collision increases because of lack of road separa- 
tion. Through cooperation of General Electric Co., various luminaires 
and light sources were tested and the blue-white light of mercury 
vapor, its color sensitivity effect on the eye, seemed the best adapted 
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Principal theme of Puget Sound Power & Light Co.'s exhibit, 
which attracted 250,000 visitors at the Western Washington 
Fair, was the service that electricity makes available for 
better and more convenient living and working on the farm 
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A series of booths, mostly animated, stretched 170 ft. across 
one side of the Electric Bldg. Two which attracted much 
attention were the model kitchen (above) and the model 
electric laundry, complete with an amazing new home ironer 


Farmers Like Their Fairs 


Much of the equipment displayed was developed in Puget 
Sound's own farm electrification laboratory as shown in the 
poultry booth pictured at the left. Actually operating with 
live chicks were electric hover and battery cabinet brooders 
and an electric incubator. Displayed were an egg cooler and 
humidifier, a semi-scalder, poultry waxer and water warmer 


The dairy booth (above) featured a humorous animated 
diorama in the back which graphically told the story of the 
advantages of hot water in the milk house. In addition 
modern electric dairy equipment was shown. Reddy- 
Kilowatt was used in all of the booths as well as outside 


What electricity can do in soil heating, sterilization, air 
heating and lighting in horticulture was demonstrated in a 
model greenhouse. Attention was gained through a col- 
lection of cacti grown by A. S. Harmer, a power plant 
employee. Other booths told a lighting story and a general 
message featured Puget Sound's rural service and low rates 
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Warring on Weeds 
In Washington 


By John C. Scott 


ANY times during the past six 

years farmers, especially garden- 
ers, cane and bush berry growers, have 
asked Puget Sound to develop some 
kind of an electric hoe. Their idea was 
that a great deal of the drudgery of weed 
digging could be turned over to an 
electric motor. Nobody had any con- 
ception as to how this could be accom- 
plished, but everyone seemed to know 
what he wanted—some kind of a moving 
device that would be light, easily han- 
dled and, most important of all, that 
could be worked in close to plants and 
bushes without harming them. 

Diligent search through farm imple- 
ment catalogs failed to reveal any such 
device so the problem was turned over 
to the company’s agricultural engineer- 
ing laboratory. Several machines were 
made and discarded by Messrs. Wilde- 
bour and Cushing of the laboratory. 
Finally the cultivator shown in the ac- 
companying illustrations was devised. 
Not only was it necessary to solve the 
problem of applying the electric motor, 
but to develop a machine to do the 
work as well. 

The revolving blades or hoe are set in 
front of the machine so that the opera- 
tor can get in close to plants or bushes. 
Knives revolve at 170 r.p.m. They dig 
up the ground to a 2-in. depth, leaving 
a fine mulch. Pieces of sod or even heavy 
grass do not interfere with the opera- 
tion—the machine cuts them very effec- 
tively. 

Although the machine is’ not manu- 
factured commercially, all parts with 
the exception of the blades and mount- 
ing are standard equipment which can 
be purchased and assembled. The motor 
should be totally enclosed on account of 
dust. Blades are made of plow steel and 
are detachable to permit easy replace- 
ment. Power conductor consists of No. 
14 brewery cord for the main run with 
the final 50 ft. to the cultivator consist- 
ing of light flexible No. 16 rubber-cov- 
ered, 2-conductor cable. For maximum 
efficiency and a permanent installation 
convenience outlets should be spaced at 
intervals around the garden. 

Gardeners who have tested the ma- 
chine are enthusiastic about its opera- 
tion. No effort is required to push the 

















SIDE ViEW of FiELO CULTIVATOR 





Electric hoe, or small garden cultivator 
developed by Puget Sound Power & Light 


machine along since the rotary motion 
of the blades is forward and this tends 
to propel it. In cultivating a man can 
accomplish more than twice as much 
work with much less effort than with any 
other type cultivator. The machine is 
especially easy to maneuver because the 
cultivator unit is ahead of the wheels. 

Success of this device has lead to tests 
with a larger machine employing a big- 
ger motor and operating from a trolley 
system. Work on such a machine is 
now underway. 
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@ “Farm HeEtp From THe Hic Line” 
is the title of a booklet recently is- 
sued by Westinghouse Electric & Mfg. 
Co. showing actual pictures from farm 
homes to demonstrate how the “high 
line” is helping to solve many home- 
making problems for farmers and their 
wives. It cites figures which show how 
rural electric users have achieved sub- 
stantial savings. Tables are included 
giving proper motor types for custo- 


mary farm operations such as feed grind- 


ing or churning. This publication also 
has complete and detailed information 
on each type of equipment, including 
the larger electric appliances, and on 
lighting of the farm house and outer 
buildings, milk coolers and “farm- 
proved” motors and controls. 


@ WHILE NEARLY 60% of the 80,000 
farms in the state of Washington are 
connected to electric distribution lines, 
the average farm in the state is not us- 
ing as much electricity as the average 
modern city home, according to L. J. 
Smith, head of the department of agri- 
cultural engineering at Washington 
State College. 


Farm School 


CREA rural electric short course 
set for Jan. 15-17 


Latest developments in farm electri- 
fication will be presented at the annual 
rural electric short course to be held at 
the Univ. of California College of Agri- 
culture, Davis, Jan. 15-17, 1940. The 
course is sponsored by the California 
CREA for the benefit of power com- 
pany rural specialists, manufacturers’ 
and wholesalers’ salesmen and_inter- 
ested farmers. 

Subject matter to be presented by ex- 
perts drawn from both the university 
staff and the industry will include the 
following: results of tests of electric- 
steam boilers; water softener charac- 
teristics and applications; U. C. pump 
testing laboratory; effect of soil and 
plants on irrigation requirements; field 
demonstration of pump testing; poultry 
house cooling; chick management; 
alarms and their use on the farm; de- 
velopments in quick freezing; dairy 
building requirements; farm wiring; 
protective devices as applied to farm 
electrification and wires and cables as 
applied to farm use. 

Trends of rural electrification in 
Idaho will be discussed by Herbert 
Beresford of the Idaho CREA. At the 
annual banquet the use of the new 
PCEA rural electrification sales hand- 
book will be demonstrated and motion 
pictures prepared by the PG and E will 
show farm uses of electricity in the San 


Joaquin Valley. 
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Building Industry Solidarity 
NDER the heading “Too Much Distrust,” the 


November 18 issue of our contemporary, 
Electrical World, presents an _ editorial 
which would benefit every individual in the elec- 
trical industry—if he would read it. “Why is there 
so much mutual distrust,” the editor asks, “through- 
out the electrical industry? In an industry that is 
so interdependent is it not strange that there is not 
a more sympathetic understanding of each other’s 
problems and an eagerness to be mutually help- 
ful?” In seeking for a means of allaying suspicion 
and curbing jealousy, bickering, mistrust, hatred 
and aloofness, the editorial suggests “that some- 
where there should be set up an organization that 
represents not just manufacturers, or utilities, or 
contractors, etc., but the electrical industry.” 
Perhaps it is significant that here in the far West, 
where many electrical ideas haye been born, there 
are just such organizations—the NWEL&PA, the 
PCEA and the Rocky Mountain League. Particu- 
larly in the case of the PCEA has an earnest en- 
deavor been made to build an organization truly 
representative of all branches of the industry. 
Furthermore, active steps have been taken to break 
down the mistrust that seemingly nullifies many 
opportunities for mutual progress. 
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The regional meetings sponsored by the PCEA 
during the last three years definitely fall in this 
category. During the past six weeks a series of 
12 meetings held in communities away from the 
major population centers, brought together more 
than 2,300 electrical people to hear messages on 
the mutual opportunities for building more busi- 
ness, on the interdependence of the industry and on 
the advantages of private enterprise. It is signifi- 
cant that more than half of those attending were 
from branches of the industry other than the utili- 
ties. In fact at Reno out of a total of 115 in at- 
tendance, only 35 were utility people. 

It is programs such as these which are going to 
allay mistrust and build industry solidarity. These 
meetings are laying the groundwork for that co- 
hesiveness and sense of industry loyalty and re- 
sponsibility that are essential in these days of inter- 
industry competition and government interference. 


“Sell the Difference” 


73 HAT the electrical industry needs most,” 
said the Modern Kitchen Bureau’s emi- 
nent crusader, “Doc” Allison, during 

his recent Pacific Coast tour, “is a slogan.” And 

forthwith he produced one—‘“Sell the Difference.” 

Now this may not possess the romanticism of some 

of the slogans which rocked this country, but a little 

sober thought will convince anyone that it has 
punch when applied to the electrical industry’s 
prime job of selling its goods and services. 

Here is an example of how this simple slogan 
applies: A prospect is going to build a new house 
—a five-room bungalow. Obviously the house will 
be wired for electric service. An average wiring 
job will cost approximately $100. Adequate wir- 
ing, with all of its advantages and conveniences, 
will require an expenditure of $160. Will ade- 
quacy in this customer’s home cost him $160? 
The electrical man who tells the customer that it 
will is unfair to himself and unfair to that cus- 
tomer. Obviously adequacy will only cost the dif- 
ference between $160 and $100— in this instance 
$60. The selling job is one of convincing the cus- 
tomer that the additional benefits that come with 
adequacy are worth $60, that $160 well spent is 
far better than $100 poorly spent. In other words, 
“Sell the Difference.” 

The same line of reasoning applies to almost 
every electrical application or electrical device. 
Some cost is involved in any process or applica- 
tion that electricity proposes to supplant. The net 
cost of doing the job electrically is simply the dif- 
ference between the present cost and the cost with 
electricity. For example, in the sale of an elec- 
tric range the cost to the customer is the difference 
between cost of the cooking method now employed 
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and the cost of electric cookery with its advantages 
of cleanliness, convenience, safety and comfort. 
In some cases, such as refrigeration, the cost to do 
the job electrically will be less and the salesman 
then has an even stronger sales argument. 

So from now on let’s all agree that in presenting 
any electrical proposition, the sure way of making 
the sale is to “Sell the Difference.” 


“VYardstick” Competition 


HAT happens ultimately when a state be- 

gins competing with its people under the 

guise of providing a “yardstick” whereby 
a supposedly fair and authoritative standard of 
comparative performance is set up for measuring 
private enterprise? Eugene Lyons, a disillusioned 
Communist, gives a striking answer in his book, 
“Assignment in Utopia.” In describing what hap- 
pened in Russia during the liquidation of the Lenin 
policy of socialist-capitalist compromise, Mr. 
Lyons says: 

About one-quarter of the shops in Moscow were still 
privately conducted and carried the names of their own- 
Yee The private shops were higher-priced than 
their government competitors next door—they had to be 
to meet the staggering taxes. But they had more and 
better merchandise, and exerted themselves to please 
their customers. By contrast the official stores were piti- 
fully poor, crude and unprofitable. In the production 
and marketing of articles for general use, the Nep sector 
of the nation’s economy clearly had the edge on the 
government, despite official discrimination, punitive im- 
positions and frank persecution. 

For the first time in history, individual and govern- 
ment industry were pitted against one another through- 
out a great nation, their wares displayed in adjoining 
stalls, as it were, in open and ruthless competition. 
“Unfair” and “unethical” are mild bourgeois words for 
the competitive methods used by the state, but it was 
being badly worsted notwithstanding—so badly worsted 
that it inevitably invoked its sovereign right to extermi- 
nate its competitor altogether. 


Here is self-evident proof that true competition 
cannot exist between government and private enter- 
prise. Fair competition implies a fair and disin- 
terested umpire, and there can be no such fairness 
when the government becomes both the competitor 
and the umpire. In such a case the so-called com- 
petition becomes like the game in which one player 
makes all of the rules as he goes along. The out- 
come of that kind of a game is never in doubt. 


In the Christmas Spirit 


PRINKLED over the United States this year, 
as last, will be the twinkling little colored 
electric lights of Christmas season. All light 
at night has been obliterated in much of Europe for 
fear that the poisonous flying creatures of war 
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may drop their eggs of death and destruction. In 
that land the spirit of Christ has been uprooted and 
the spirit of Thor sown in its stead. 

Yet our lights will continue to shine unafraid. 
Too, our people will eat full Christmas dinners 
and give the usual Christmas presents (it is to be 
hoped—electrical). At their dinner tables they 
will continue to talk and think as they please, un- 
inhibited by fear that some joking remark may be 
carried to a secret police. Neither the food, the 
electricity, nor the thinking will be rationed. 

Our merchants will display and urge the pur- 
chase of current-consuming devices, luxuries, toys. 
Downtown streets will be marked boldly with 
decorative lighting with never a fear of what a 
target it might make for air raiders. 

Christmas as usual, it will be in these United 
States. Christmas as usual, with perhaps a shade 
more appreciation that the spirit of Christmas still 
exists in this land. Without that spirit there can- 
not well be much Christmas. We have but to look 
across the oceans to realize that. 

May Christmas long remain with us—in deed, 
in lights, and in spirit! 


Biseuits Are Your Business 


ENDING a truck to a lonely emergency land- 
ing field to help the crew of a grounded air 
liner get the plane’s engines warmed up is 
not ordinarily conceived as part of a power com- 
pany’s business. By the same standard, it’s not a 
power company’s business to furnish sound trucks 
for public picnics or to keep a fire engine in stock. 

But Portland General Electric has done all these 
things, and they have worked out very well. Either, 
then, “mind your own business” is a faulty rule, or 
there is something wrong with the usual belief that 
a utility’s business consists of maintaining well- 
regulated voltage on its lines. 

No matter where the error lies, there is an ever- 
growing mass of evidence to show that doing a 
100-per-cent job 100 per cent of the time is not, 
in itself, likely to win any overwhelming applause. 
But if a 100-per-cent job can be topped off with 
having pappy pass the biscuits, there arises, al- 
most magically, a great roar of acclaim. 

What seems remarkable about the truck in Port- 
land is the way Pepco has managed to pass the bis- 
cuits and at the same time use the truck both to 
raise the efficiency of system operation and to ren- 
der new kinds of services which the public needs 
and wants. Pepco’s truck is principally a mobile 
motor-generator set, originally intended to keep 
remote lines hot during maintenance or trouble. 
Its biscuit-passing days began when a liberal view 
was taken of just what its business was supposed 
to be. Why not mind your business that way too? 
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NEWS OF THE INDUSTRY 





PG and E 10 SPEND 
$25,000,000 IN 1940 


A 1940 expansion fund of $25,000,- 
000 has been set up by Pacific Gas and 
Electric Co. for both gas and electric 
facilities, according to President James 
B. Black. Approximating this year’s 
expenditures, this sum embodies provi- 
sion for completing electrical genera- 
tion projects which are to raise system 
capacity to 1,500,000 kw. by late 1940. 

Black stated that long-range plans 
include possibility of a new hydro de- 
velopment by 1942. He said this will 
be “to coordinate our building pro- 
gram with that of the Central Valleys 
Project.” 

PG and E figures its annual growth 
factor at 60,000 kw., but this year’s 
peak demand of 1,059,000-kw., which 
occurred July 21, was up 80,000 kw. 
This was due to the increased irriga- 
tion pumping load, and because of the 
San Francisco Fair. 

Still under construction are the three 
53,000 kw. steam plants which PG and E 
is building for joint operation with oil 
refineries, costing $5,000,000 each. Two 


of these will be completed next year. 


GRAND COULEE POWER 
AVAILABLE NEXT YEAR 


Grand Coulee Dam may sell its first 
power within a year. Two station- 
service units of 25,000 kw. capacity will 
be in operation during the fall of 1940, 
and the Reclamation Bureau will be in 
the market for customers, F. A. Banks, 
Grand Coulee construction engineer, 
said last month. 

No decision has been made on rates 
to be charged or on who to sell the 
power, Banks stated. He favors one 
agency to control the output of both 
Bonneville and Grand Coulee. He 
thought it pessible that either a tempor- 
ary agency would be set up in time to 
sell the dam’s first electricity, or that by 
then a permanent body might be in 
existence. 

He said power would be available to 
the City of Grand Coulee, which is mak- 
ing plans to purchase or build a sys- 
tem of its own. City officials contem- 
plated using the high-voltage Bonneville 
line, but were informed that it would 
not be economically feasible to permit 
small communities to connect. 

Banks declared that in order for 
Grand Coulee to secure power from the 
circuit, a $300,000 sub-station would 








THE BEAR WENT OVER 
THE MOUNTAIN 


Take an old-time vaudeville 
trouper named The Great Barr, 
and mix up his trick bear called 
Samson with an electrified fence 
and you’re bound to see action! 
Here’s how it happened—The two 
were travelling to fulfill an en- 
gagement at Dinuba, Calif., when 
The Great Barr decided at one 
point along the road to stop and 
exercise his protege. But Samson 
was frolicky, and his master put 
a hefty chain around his neck and 
found a good sturdy fence post. 
But Samson continued to jump 
about and he veered into the elec- 
trified fence that it was. With a 
high-voltage yelp he broke loose 
and headed north, south, east and 
west. Barr took after bear, and 
he fell into a ditch and broke his 
leg. Now he’s in a Fresno hospi- 
tal and there’s a trick bear named 
Samson loose in the hills. 











have to be built. The Bonneville line 
will be completed to Grand Coulee by 
next July. 

Parts for the station-service genera- 
tors and turbines are due at Grand 
Coulee in February. Installation will 
take most of the summer. 


LEGAL STATUS OF LEWIS 
COUNTY PUD DOUBTED 


An opinion ordering Prosecutor R. L. 
Ponder to start proceedings to deter- 
mine the legality of the Lewis public 
utility district was filed in the Lewis 
County Superior Court at Chehalis, 
Wash., Nov. 7. Suit was filed against 
Ponder by O. E. Anderson, Chehalis, 
and S. A. Agnew, Centralia, asking the 
court to direct Ponder to start quo 
warranto proceedings for the purpose 
of establishing the legal status of the 
district. The complaint claims the dis- 
trict is illegal because its boundaries 
include the city of Centralia, which 
operates all of the utilities authorized 
in the PUD law, and also that the elec- 
tion to determine whether or not a dis- 
trict should be established was called 
by the county commissioners without 
first holding a public hearing. 





FOREST GROVE SIGNS FIRST 
BONNEVILLE CONTRACT 


First contract for the sale of Bonne- 
ville power to dictate the rates at which 
this power was to be re-sold to con- 
sumers was signed with Forest Grove, 
Ore., Nov. 7. This city of some 2,000 
population, 35 miles west of Portland, 
has owned and operated its own mu- 
nicipal power system for many years, 
generating its own requirements with a 
Diesel plant of 666 kw. capacity. The 
new contract calls for the purchase of 
750 kw. of Bonneville power at Bonne- 
ville’s F-1 rate of 75c per month per 
kw. of contract demand plus 4c per 
kw.-hr. The contract runs for 20 years. 


Re-sale Rates 


Re-sale rates, dictated in the contract 
are: the residential rate offering 50 kw.- 
hr. at 3c, the next 50 at 2c, next 200 
at lc, next 900 at 144c, over 1200 at 34c 
per kw.-hr.; and a commercial lighting 
and power rate with the first step of 150 
kw.-hr. at 3c, and thereafter stepping 
down with increasing sized blocks in 
steps until the tail-end block for an ex- 
cess above 100,000 kw.-hr. per month is 
at 3 mills. Analysis of these rates as 
against present rates indicates that the 
reduction amounts to from 30 to 45% 
in the residential field, and from 40 to 
50% in the commercial. 


Dictates of Contract 


Beside dictating re-sale rates, the con- 
tract dictates that revenues from elec- 
trical operation shall not be mingled 
with those of any other operation; that 
the books of the electric system shall be 
kept in accordance with the system of 
accounts prescribed by the FPC; that 
revenues from the electric operation 
shall be used (1) for payment of oper- 
ating expenses, (2) interest and amor- 
tization of electric system indebtedness, 
(3) reserve for replacements, new con- 
struction and contingencies, (4) from 
remaining revenues, if any, the city may 
pay into its general fund a return on its 
investment of 4% of 1% per month and 
a tax equivalent to a property tax on its 
electric system properties; thereafter, 
all remaining revenues shall serve as a 
basis for the reduction of rates. Penalty 
for failure of the city to comply is can- 
cellation of its contract on reasonable 
notice, but not longer than 18 months. 

Last year the city’s gross revenue 
from its power system amounted to $51,- 
400 on a sale of 1,716,000 kw.-hr. Its 


net revenue was alleged to have been 
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MONEY-SAVING CONDUIT... 


CUTS COPPER LOSSES 


Mineral and entirely inorganic, Trans- 
ite Korduct has an exceptionally high 
rate of heat dissipation. Cables run 
cooler . . . I?R losses are lower. As a 
result, the carrying capacity of a cable 
is appreciably increased . . . and the 
system will show a greater return per 
dollar of investment. 


CANNOT BURN 


Korduct is an asbestos-cement product 
.. . 100% fireproof. Its high resistance 


to flame and arc prevents damage to 
adjacent cables and equipment when 
burnouts occur. It never contributes to 
formation of fumes or combustible gases. 
And because Korduct does not rot or 
decay, maintenance costs stay low. 


MORE VALUE PER DOLLAR 


Korduct’s light, long lengths assure easy, 
economical handling. It lines up fast and 
accurately ... requires fewer joints and 
spacers. It furnishes extra fireproofing 
between cables—the equivalent of addi- 
tional concrete. Its smooth bore stays 
smooth—assures easy pulls on new in- 
stallations or replacements. 





OU can use Transite Korduct to walled and so durable that no protec- 
reduce distribution costs wherever tive casing is needed. You'll want to 
cableways must be “concreted-in.” And keep the facts about both on file. Write 
you save on open and exposed locations for brochure D. 5. 410. Johns-Manville, 
by using Transite Conduit, thicker 22 East 40th Street, New York, N. = 


JOHNS -MANVILLE 





PRODUCTS 


Johns-Manville TRANSITE KORDUCT 


FOR INSTALLATION IN CONCRETE 
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THE NEW 


WESTON 


CLAMP-AMMETER 


instantly reveals 
costly power losses 


With the machinery running, just hook the jaws of 
the WESTON AC Clamp-Ammeter around the con- 
ductor and take a current reading. There is no pro- 
duction interruption as no circuits are disturbed. » » » 
This simple test procedure quickly checks for pos- 
sible costly power losses and thereby assures full 
utilization of power all along the production line. If 
waste occurs at any point... whether due to bearing 
friction, tight belts or misaligned shafting...it in- 
stantly reveals itself in increased current and the 
trouble can be corrected immediately. Otherwise, 
these small losses continue to grow and accumulate 
... taking a heavy toll in power, in equipment main- 
tenance and inefficient operations. » » » Some of the 
outstanding features of this useful though inexpen- 
sive maintenance tool are listed at the left. Other 
features and advantages are given in bulletin form. 
Be sure to send for your copy. Weston Electrical 
Instrument Corporation, 577 Frelinghuysen Avenue, 
Newark, New Jersey. 





Close jaws 
around conductor 





| Read current 





For insulated 
or non-insulat- 
ed 

up to 2” dia. 


6 current ranges 10/25/50/ 
100/250/500 amperes. High- 
er ranges on special order. 
High insulation protects op- 
erator and prevents short 
circuits. 
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Tools for efficient maintenance... 
' the WESTON Clamp-Ammeter and gues 
ks the Junior Voltmeter. 


WESTO Niiitacinnt 








cecal ad 


WESTERN REPRESENTATIVES 
Seattle, Wash. San Francisco, Calif. Los Angeles, Calif. Denver, Colo. Phoenix, Ariz. 
Eicher & Bratt, Herman E. Held, A. A. Barbera, J. W. Van De Grift, J. E. Redmond Co., 
263 Colman Bide. 420 Market St. Subway Termina! Bidy 628 Charles Bldg. 448 W. Madison St. 
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approximately $16,000, which was 
mingled with other general funds and 
used to defray the cost of city govern- 
ment. Power generating cost by Diesel 
operation was alleged to have been 8 
mills and based on present load factors, 
the Bonneville wholesale rate will cost 
the city 4.8 mills. 

By agreement with Portland General 
Electric Co. service is to be rendered 
by Bonneville to Forest Grove by Nov. 
22, over the company’s transmission fa- 
cilities pending completion at a later 
date of Bonneville’s own transmission 
line. 

Since announcement of the contract, 
the re-sale rate schedule has been 
attacked on the grounds that it may 
boost the Forest Grove tax rate as much 
as 85%. A study by Oregon Business & 
Investors, Ins., points out that net 
revenues of the municipal power system 
will be so reduced that taxes must be 
increased a minimum of 36% and a 
maximum of 85%. It holds that the 
promised rate reduction of $18,480 
could have been achieved from profits 
without the Bonneville contract. It con- 
tends that the optimistic calculation of 
profits is based upon figures “presented 
to the city of the Bonneville adminis- 
tration to show how . . . the new rates 
in the first year would bring about a 
50% increase in residential use and a 
20% increase in commercial use.” It 
states that the taxpayers “must pay for 
a flare of Bonneville publicity.” 


Wheeler Appointed New 
Bonneville Information Head 


John L. Wheeler, formerly attached 
to the AP office in Washington, D. C., 
handling 50 papers in the states of 
Washington, Oregon and Idaho, is a re- 
cent addition to the Bonnevilie Adminis- 
trator’s staff. He was appointed Chief 
of Information at the Bonneville proj- 
ect, Portland, Ore., early in November. 
He is a product of the Pacifie North- 
west having received his education at 
the University of Idaho and having 


worked some years on the staffs of | 


Northwest daily newspapers. He spent 
nearly six years with the Spokane 
Chronicle as state and telegraph editor, 
and later was put in charge of the AP 
night office in Salt Lake City. 


Stephen B. Kahn, who has been act- 
ing head of the department of informa- 
tion for the project has been trans- 
ferred to the Market Development Sec- 
tion. Kahn was the project’s original 
publicity man, having been J. D. Ross’ 
original appointee to this position co- 
incident with the opening of the proj- 
ect’s first office in Portland two years 
ago. 
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* * PRODUCTS 


THE SUPERIOR SWITCHBOARD & DEVICES CO. 
CANTON , OHIO 


F2, 
& xanflact HG * 
METER € RELAY TEST SWITCHES 


METER ETRANSFORMER ENCLOSURES 
METER TEST BLOCKS ¢ TABLES 











UNITED STATES ARMY 


Purchased Gardner Custom-Built Transformers 





23 15-kva. transformers 2300 to 115/230 volts, installed in the Army Presidio at San Francisco— 
specially made stuffing boxes for introduction of lead cables instead of the usual wiping nipples. 


Both government and business need spe- Our thirty years of transformer construc- 
cialized, dependable transformers that are tion experience will solve YOUR voltage 
sure to provide Continuous Service. problem. 


Write NOW for immediate information. 


REPRESENTATIVES 


Geo. E. Honn Co., 420 Market St., San Francisco, Calif.; Beeson Engineering Co., 333 W. Washington 
Bivd., Los Angeles, Calif.; Industrial Electric Co., 1276 Denny Way, Seattle, Wash.; Kranefeld 
Engineering Co., 3416 I4th Ave., Denver, Colo.; Ray Smythe, 50! Park Bldg., Portland, Ore. 


GARDNER 


ELECTRIC MANUFACTURING COMPANY 
4227 Hollis St., Emeryville, California 































































Forged —of course means, forged by BTC. 
For an added margin of safety, in- 
sist on drop forged hi-line hardware. 


THE BREWER-TITCHENER CORPORATION 7 
Cortland, New York 








A fitting combination. Strength to match 
strength. BTC works closely with the Utility 
Engineer and the Insulator Manufacturer. 






Through Your Insulator Manufacturer Only 
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West Coast Power Contracts 
With PUDS Explained 


Events of Nov. 1 pertaining to Pacific 
and Wahkiakum County PUD’s in the 
state of Washington tend to nullify an 
erroneous implication in certain news 
printed in the November issue of 
ELEcTRICAL WeEsT. Readers might have 
inferred that Pacific PUD’s deal with 
West Coast Power Co. to purchase that 
company’s distribution facilities in the 
county was approaching consummation. 
Such is not the case. On Nov. 1, West 
Coast Power Co. failed to renew the 
PUD’s option contract, which had been 
kept alive from month to month since 
its original expiration date by suc- 
cessive 30-day extensions. A similar 
contract with the PUD in the adjoining 
county of Wahkiakum was also allowed 
to lapse. 

Reasons given by the company for 
this action were that the company is 
negotiating for refinancing its bonds, 
and these contracts were obviously a 
hindrance to these negotiations, since 
while the contracts were in force these 
properties could not be included in the 
mortgage. Further, the company was 
handicapped in the matter of capital 
investments for extensions in this ter- 
ritory to secure new business due to the 
peculiar nature of the contractual rela- 
tion with the PUDs. Inasmuch as the 
whole question of whether or not a 
PUD can purchase utility properties in 
this manner without a vote of the people 
is now in litigation in the state of 
Washington, the company felt it unwise 
to let these options run longer. 


The PUD’s contract with the com- 
pany was negotiated during the fall 
and winter of 1938 with J. D. Ross, 
then Bonneville Administrator, as inter- 
mediary. The price placed on the com- 
pany’s Pacific County distribution prop- 
erties was $300,000 and on Wahkiakum 
County properties, $120,000. At the 
same time Pacific County made a con- 
tract with Willapa Electric Co. for the 
purchase of that company’s distribution 
facilities in the northern end of the 
county for $275,000. Included in the 
deal was an agreement by Bonneville 
to buy from West Coast Power Co. for 
$155,000 a transmission line in Pacific 
County, to be added to the Bonneville 
transmission system. This contract with 
Bonneville was never executed, but it 
was assumed that the deal with the 
PUDs was contingent on it, and that 
Bonneville would have made good its 
promise, if the PUDs ever came to a 
point of exercising their options, since 
the whole proposition was contingent 
on the purchase of Bonneville power by 
the PUDs. The contracts with the PUDs 
were closed Jan. 31, 1939, and were to 


run to April 1. Thereafter extensions 
were granted from month to month in 
30-day periods until Nov. 1. Pacific 
PUD’s contract with Willapa Electric 
Co. also has been extended from month 
to month and is still in force. 

West Coast Power Co. has a similar 
contract with Skamania County PUD 
by which that PUD may buy the com- 
pany’s distribution system in the neigh- 
borhood of Stevenson, Wash., for 
$40,000. This contract expires Jan. 2, 
1940. In the meantime a taxpayer suit 
has been brought to determine the 
validity of this contract, similar to the 
suit in Grays Harbor County seeking 
an injunction stopping that PUD from 
purchasing the properties of the Grays 
Harbor Railway & Light Co., except by 
vote of the people. The Grays Harbor 
suit was to have been heard by the 
Supreme Court of the state of Washing- 
ton Nov. 20. 


Bonneville Bids Awarded 
To Contractors 


Contracts totaling $831,637 for labor 
and materials to be used in the Bonne- 
ville power network were forwarded to 
low bidders in November. Largest 
orders were for $387,444 worth of steel 
reinforced cable and $380,221 worth of 
tower steel for Bonneville’s 107-mile 
circuit between Kelso and Seattle. The 
American Bridge Co. was low bidder on 
the towers and the Aluminum Co. of 
America on the cable. Both are Pitts- 
burgh firms. 

Construction of the new Bonneville 
line from Chehalis to Raymond, to 
serve Pacific county Public utility dis- 
trict with Bonneville power, will cost 
$55,287. Contractor is the Electric 
Construction Co., Seattle. The line to 
be completed by next summer will be 
a 110,000 volt circuit strung on wooden 
towers. It will pass through Lewis and 
Pacific Counties to deliver 1500 kw. of 
energy under terms of the contract re- 
cently signed by Administrator Paul J. 
Raver and the Pacific Public Utility 
District. 


@ AT THE REQUEST of Superintend- 
ent of Seattle City Light, Eugene R. 
Hoffman, an ordinance was recently in- 
troduced in the City Council authoriz- 
ing an expenditure of $230,000 of City 
Lights funds to add 30 ft. to the height 
of Ross Dam. If the ordinance is passed, 
the contract now in effect for construc- 
tion of the first unit of the dam will 
be extended to provide for the addition 
of the 30 ft. elevation. Application 
has been made to the PWA for a grant 
in aid of the project. 
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Bonneville to Survey 
Northwest Industry 


Presaging a more intensive effort on 
the part of the Bonneville power ad- 
ministration to secure large industrial 
users of Bonneville energy, the Bonne- 
ville Administrator has just announced 
a cooperative economic-industrial sur- 
vey of the Pacific Northwest in collab- 
oration with the Pacific Northwest Re- 
gional Planning Commission and the 
Northwest Regional Council. The North- 
west Regional Council is a Rockefeller 
endowed institution established for the 
purpose of stimulating research in both 
the natural and social sciences. 

The proposed plan of action, which 
will be correlated by a committee repre- 
senting all three organizations, defines 
distinctive functions for each group. 
The Bonneville project agreed to un- 
dertake the study of power in its rela- 
tionship to industry, investigation of raw 
materials, transportation problems, the 
availability of sites for industrial plants, 
and the competitive situation in the mat- 
ter of markets. 

The Planning Commission is to ana- 
lyze the consumption and the inward 
and outward flow of commodities in the 
Northwest states, and the trends of 
growth and decline of existing manufac- 
turing industries, and the social and 
economic effect of various kinds of in- 
dustries. 

The Regional Council is to contact re- 
search workers in educational institu- 
tions to determine to what extent these 
organizations can aid in supplying in- 
formation that would fit into the eco- 
nomic-industrial program being under- 
taken. 

In the Bonneville organization, the 
Market Development Section, headed by 
Ivan Bloch as chief, has recently been 
augmented by experts in electro-chemi- 
cal and electro-metallurgical fields. Re- 
cent additions to Bloch’s section have 
been Raymond M. Miller, formerly with 
the Army Engineers, who conducted 
much of that organization’s study of the 
electro-metallurgical field; Major W. C. 
McIndoe, also from the Army Engineers, 
whose specialty is electro-chemicals; 
and Harold L. Gage, geologist, who will 
specialize in mineral resources. 

The Market Development section is 
organized to get the information that 
any industrial prospect would want on 
raw materials, power costs, transporta- 
tion, labor situation, plant site loca- 
tion and markets; to establish contact 
with prospects; and to negotiate actual 
contracts for power and other matters 
pertaining to a prospect’s possible loca- 
tion at a point where Bonneville power 
can be secured. 
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GUY and MESSENGER 


STRAND 


Cost items for replacing rusted guy and messenger strand 
never appear in the budgets of companies using Copperweld. 
Copperweld strand is doubly guaranteed against rust—first, you 
get a guaranteed copper thickness on each wire, and second, the 
guaranteed rust-resisting life of solid copper in the finished 
Copperweld strand. 

Considering the total cost of a completed guy or messenger 
installation (strand, hardware, fittings, labor, etc.) the percentage 
of that total represented by the slightly higher first cost of 
Copperweld is negligible. Non-rusting Copperweld has by far 
the lowest annual cost and is economical RUST INSURANCE 
against red ink caused by red rust. 


Pacific Coast Representative: 


C. E. INGALLS - Rialto Building « San Francisco, California 




























THIS 80,000 KW STEAM TURBINE IS A 
vital part of the world’s most efficient steam 
power plant... and to insure complete engineer- 
ing responsibility this midwestern utility came to 
Allis-Chalmers for the condenser, pumps and mo- 
’ tors, power transformers, switchgear and control. 





AT THE WORLD’S FAIR IN NEW YORK, 
these two Allis-Chalmers Distribution Trans- 
formers give low-cost, dependable, behind-the- 
scene service out of sight in their vault. 
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WHEN LOWER COSTS: 


MEAN 


IBETTER SERVICE! 


of 


It’s important when utilities give their customers 
better service. But it’s mews when they increase 
customer satisfaction ... and at the same time 
cut their own operating costs! 


And, when an Allis-Chalmers steam turbine 
helps to establish a world’s record for power 
plant efficiency . . . when Allis-Chalmers gener- 
ating and transmission equipment cuts losses in 
central stations . . . on rural lines all over the 
country ... we feel you ought to know about it. 


Here Are the Facts! 


Allis-Chalmers built the 80,000 kilowatt steam 
turbine that is part of the plant that uses less 
than 5% of a pound of coal per kilowatt-hour of 
electricity generated. That’s a new world’s 
record for low-cost power generation... a rec- 
ord that brings real savings. . . for the national 
average is 1.42 pounds per kilowatt-hour! 


Allis-Chalmers pioneered step-type regu- 
lators ... the design that revolutionized feeder 
voltage regulation by setting the pace in 
smoother operation at lower costs. 

Allis-Chalmers introduced metal-clad switch- 
gear to the American continent . . . modern, 
packaged units that today bring systems de- 
pendable, low-maintenance protection for their 
equipment and their workers. 

And you'll find that all the other items in this 
famous line of heavy duty equipment pay for 
themselves in extra years of efficient, trouble- 
free service they bring you. 

Check with a system near you where Allis- 
Chalmers equipment is used. Find out how they 





: mee ‘ give their customers better service 
| : is a 4 at lower costs! Then call the Allis- 
: re Chalmers district office near you 

ee ... and find out how you can put 

,' 90 years of engineering experience 


to work for you! en 
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60 News 


PG and E Offer To Buy 
Shasta Power 


In a letter to Frank W. Clark, di- 
rector of the California State Depart- 
ment of Public Works, James B. Black, 
president of Pacific Gas and Electric 
Co., declared that PG and E is prepared 
to cooperate with the State Water 
Authority in distributing power from 
the Shasta Dam plant of the Central 
Valley Water project. 

“We are willing,” Black stated, “to 
enter into a firm contract, to absorb the 
capacity of the Shasta plant up to 
400,000 hp. during the first 5 years of 
its operation; to purchase all the Shasta 
energy required to carry the load in 
excess of that supplied by PG and E’s 
own hydro-electric plants and by the 
minimum use of its contract power and 
its steam-electric plants, consistent with 
sound operation and contractural obli- 
gations, until such time as the Shasta 
energy is completely absorbed.” 

Under this suggested coordinated 
plan, the company estimates that about 
90 per cent of the total possible annual 
power revenue from the Shasta plant 
will be realized in the fifth year after it 
starts operation. 

PG and E has planned for only such 
additional sources of power supply as 
are essential to adequate service pend- 
ing the availability of Shasta power. 
Steam-generating plants with a stand- 
by capacity of 200,000 hp. are now 
under construction. Their completion 
will provide sufficient steam-generating 
capacity to supply the necessary dry 
year standby reserve for the Shasta 
plant, as well as for PG and E’s own 
system. 

Engineering studies assumed _ that 
maximum revenues should be obtained 
from the sale of power at the earliest 
date in order to keep charges for water 
at the lowest possible level and to pro- 
vide funds to meet operating and main- 
tenance costs. The United States Dept. 
of Reclamation must also be _ reim- 
bursed for money advanced for con- 
struction. 

“We are willing to pay for this 
power, Black declared, “a price equal 
to what equivalent power would cost 
PG and E if obtained from other 
sources. While we cannot now state 
precisely what this price should be, it 
will, in our judgment, exceed the price 
paid to the Government for the output 
of power at Boulder Dam, and the price 
provided in the schedules recently 
-established for sale of power at Bonne- 
ville.” 

“We believe.” he continued, “this 
proposal is much more to the advantage 
of the water and power users, to Fed- 
eral and local taxpayers, and to the 


thousands of investors in PG and E 
securities, than any other conceivable 
method of absorption. However, if there 
are any points of disagreement, we will 
be pleased to discuss them with you or 
the Central Valley Authority.” 


Municipal Power Interests 
Organized in Utah 


Organization of the Utah Municipal 
Power & Light Assn., composed of rep- 
resentatives of municipalities “owning 
or interested in owning their own power 
plants,” was recently effected by 24 
officials from various Utah cities and 
towns. 

J. Clifford Hansen, Murray city com- 
missioner in charge of that city’s muni- 
cipal plant, was elected president. Mark 
Anderson, Provo mayor, was elected 
Ist vice-president, and James E. Burns, 
mayor of Bountiful, was elected 2nd 
vice-president. Secretary-treasurer is 
Harry Bletzacker, Murray city engineer. 

“Accepted purposes” of the organ- 
ization were indorsed as follows: 

(1.) To provide a united defense 
against assault by some private utilities 
in their efforts to discredit and destroy 
municipally-owned electrical systems 
in Utah. (2.) To secure state legisla- 
tion that will enable cities and towns to 
interconnect, one with the other. (3) To 
provide an exchange of information 
among member communities that will 
tend to promote better service and eco- 
nomics in the construction and -opera- 
tion of municipal plants. (4.) To ac- 
complish a wider and better dissemina- 
tion of facts relative to the operation 
of municipal plants. (5.) To provide a 
simple and workable revenue bond law 
for Utah by making a few amendments 
to the emergency revenue bond act of 
1933. (6) To resist state interference 
with municipally-owned utilities. (7.) 
To secure federal and state investiga- 
tion of activities of private utilities to 
influence elections and legislation in 


Utah. 


Cowlitz County PUD Case 
Up Before Federal Court 


First trial in Washington to deter- 
mine the value of a private utility 
property which a public utility district 
seeks to acquire will open Jan. 8 before 
Federal Judge Lloyd L. Black at 
Tacoma. Case before the court is the 
Cowlitz County PUD against the Wash- 
ington Gas & Electric Co., Longview. 

Judge E. E. Cushman ruled last 
month that the PUD had the right to 
purchase the property, which has a 
value of $5,000,000. The trial will 
determine the price which the PUD 
must pay, if it is to take over the prop- 
erty. 
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Utah Voters Defeat 
Municipal Power Plans 


Subject of municipally-owned power 
plants was decided in the minds of 
Utah citizens in two major elections 
conducted in Ogden and Provo. 

Ogden’s Mayor Harmon W. Peery, 
longtime a supporter of the municipal 
power movement, was decisively de- 
feated as was also his proposed $3,500,- 
000 revenue bonds ordinance. Two 
similar propositions were rejected in 
1938. 

Voters in Provo defeated initiative 
proposals opposing a projected munici- 
pal power plant by 2 to 1. First of 
two propositions which was approved 
by voters on Oct. 13, 1936, providing 
that the financing of a municipal power 
plant be repealed, and the second asked 
repeal of the ordinance providing for 
construction of the plant. A third pro- 
posed a 10-year franchise renewal for 
the Utah Power & Light Co., as the 
present franchise expires in Jan., 1940. 
Mark Anderson, leader of the city’s 
municipal power drive, was re-elected 
mayor. 


Albuquerque Rate Investigation 
Awaits Funds From City 


To defray a part of the expenses of 
investigating utility rates in Albuquer- 
que, the State Corporation Commission 
is awaiting financial aid from the City 
Commission. According to Robert 
Valdez, chairman of the commission, 
nothing has been done toward a survey 
of Albuquerque power and light costs 
other than a request for a probe from 
Clyde Oden, when the latter was chair- 
man of the city commission. 

Valdez said that investigations are 
now being made of utility charges in 
Clovis, Hot Springs, Socorro, but said 
that none of the towns had helped pay 
costs. He explained that the Albuquer- 
que request was for an analysis of rate 
structures, which would require six 
months’ work and involve heavy ex- 
penses. 


@ Deciarinc that a minor-part 
license issued ten years ago was arbit- 
rary, capricious and contrary to law, 
the Federal Power Commission has 
ordered PG and E to show cause by 
Dec. 15, 1939, why it should not on or 
before Jan. 1, 1940, apply for and 
accept a major license for the Stanislaus 
River project near the Melones Dam 
and reservoir. The order states that the 
development has a capacity of 2,000 hp. 
on basis of monthly flow and 11,000 
hp. annual flow, and the license is not 
in reality for a minor part of this com- 
plete project. 
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Out of the Witch’s Cauldron 
comes trouble for 





turbine bearings 


/ \ ir—water— catalysts — heat — 


pressure. That’s the beating a turbine 
oil must take. To build a product that 
can stand such treatment a¢ a// is an 
accomplishment. But to put the 
proper grade in service, check it and 
watch it, and keep it in service for 
months and years until it pays for its 
cost, is the job Shell undertakes. 


First there’s the oil itself: Shell 
Turbo Oil. Research and refining, 
tied in with the experience of turbine 
builders and users, have produced 
an oil of unusual stability. 


Next, Shell realizes operating va- 
riables require that even the finest 






oil be given every chance to succeed. 
Hence Shell has created a staff of 
experienced engineers—thoroughly 
capable of giving real help, not their 
mere presence, to turbine manufac- 
turers and users. 


And the Shell product and plan are 
working. We have enjoyed a substan- 
tial increase in business and gained 
the confidence of technical staffs in 
this field from coast to coast. 


SHELL TURBO OIL 
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62 News 


British Columbia Electric 
Rate Reductions Approved 


Reductions in lighting rates offered 
by the British Columbia Electric Co. 
were recently accepted by the City 
Council at Victoria, B. C., and subject 
to the approval of the Public Utilities 
Commission will be made retroactive. 
The areas affected include the city of 
Victoria and within a .three-mile circle 
which: embraces Oak Bay, Esquimalt 
and part of Saanich. 

Present rates are based on a pri- 
mary charge of 6c per kw.-hr. and a 
secondary charge of 2c per kw.-hr. The 
new primary charge will be 5¥c per 
kw.-hr., the next 200 kw.-hrs. at 2c 
and a rate of lc per kw.-hr. for all cur- 
rent in excess of the secondary amount. 

It was estimated by W. G. Murrin, 
B. C. Electric president, that the reduc- 
tion in rates would mean a saving of 
more than $60,000 to greater Victoria 
taxpayers and householders. On com- 
mercial lighting the company proposes 
to give a discount of 10%, provided 
the net amount is not less than the 
minimum charge of $30 per month. 

Rates for civic buildings will be cut 
from 414c to 4c per kw.-hr and schools 
from 5c to 4c per kw.-hr. 


> Supe tior Feature 
BUILDERS SPECIALTIES 


SECTIONAL SWITCH BOXES 


Approved by the Underwriter's Laboratory, 
Paine Sectional Switch Boxes are preferred by 
electrical contractors, maintenance men and 
the building trade because: they are gang- 
able . . . (interlocking); nail holes in sides 
permit easy, rapid installation; ample wire 
room . . . visible openings for Anti-short 
bushings; they are strong, rigid and conven- 
ient. Sides pry off easily . . . snap on quickly. 

Like all Paine products, these boxes repre- 
sent over a quarter century of experience in 
the manufacture of metal specialties for the 
electrical field. 


Write for complete FREE CATALOG 


THE PAINE COMPANY 


2875 Carroll Ave., Ch.cago, Ill. 





423 Molino St., 486 Eighth St. 
Los Angeles. Calif. San Francisco 
3006 Western Ave., 740 Steele St., 

Seattle, Wash. Denver, Colo. 














@ By a vore of 3 to 1, citizens 
of Ventura, Calif., on Nov. 7 voted 
down a proposal that their city enter 
the electrical business. Following a sur- 
vey, by Lester S. Ready, former State 
Railroad Commission engineer, the city 
council brought the $1,200,000 bond 
issue to the voters, who decisively re- 
jected it by a vote of 4,575 to 1,482. 
Another measure on the ballot proposed 
a change in the city charter permitting 
revenue bonds to be issued on a bare 
majority vote. This also was defeated 
by a vote of 4,449 to 1,388. 


Yakima Electrical Contract 
With Pacific Power Questioned 


Appeal from a dismissal of an action 
to prevent the City of Yakima from en- 
tering into a ten-year electrical contract 
with the Pacific Light & Power Co. was 
heard in the Supreme Court recently. 
Plaintiffs total eleven corporations and 
three individual taxpayers residing in 
Yakima. Defendants are the city and 
the power company. 

Appellants’ brief said the power com- 
pany’s franchise with the city had ex- 
pired and renewal of the franchise was 
defeated in an election, but that the 
city commissioners in June, 1938, ex- 
ecuted a ten-year contract with the com- 
pany, without a vote of the people. 

Principal question raised is whether 
the new contract constitutes a franchise 
within the meaning of the city charter. 


California Grange Master 
Urges Support of Public Power 


At the California State Grange con- 
vention held recently, George Sehl- 
meyer, grange master, urged that the 
organization support legislation to en- 
able public distribution of power gen- 
erated at Shasta Dam so that farmers 
may obtain water at cheap rates from 
the Central Valleys Project. 

Recalling the defeat in the 1939 legis- 
lature of the Pierovich cheap water and 
power bill, he declared that revenue 
bond legislation be enacted. “The sale 
of electric energy should bear its just 
portion of the cost and operation of the 
Central Valleys Project. If funds for 
the establishment of publicly owned 
districts are not made available, there 
will be only one bidder for the power,” 


he said. 


@ Voters or Puyallup, Wash., Nov. 
8, defeated a proposal that the city 
take over the holdings of the Puget 
Sound Power & Light Co. By a vote of 
981 to 967, bond issue of $350,000 to 
acquire the company’s property was 
voted down. The proposal did not pro- 
vide for establishment of a_ public 
utility district. 
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Idaho Power Adopts 
New 40-Hour Week 


Six general meetings were held by the 
employees of Idaho Power Co. week of 
Oct. 23. Starting at Payette, meetings 
continued at Caldwell, Boise, Twin 
Falls, Pocatello and Jerome. President 
C. J. Strike had charge of the program, 
and presented a complete statement of 
the company’s operating position and 
future policy. 

Of chief interest was the institution 
of a 40-hour week announced by Strike. 
It became effective for the fiscal month 
of November. General business is now 
handled on a 5-day schedule to comply 
with the wage and hour law. Necessity 
of maximum efficiency under this new 
schedule so that wages could be main- 
tained at the same level, was pointed 
out by Strike. 

Local offices will remain open Satur- 
days for sales, collections and emer- 
gency calls. Idaho Power’s annual pay- 
roll is in excess of $1,400,000. and its 
860 employees are located in 35 towns 
of southern Idaho and eastern Oregon. 


Cal-Oregon Power to Build 
New Power Line to Alturas 


The California-Oregon Power Co. 
last month entered a contract to build 
a power line to supply the city of 
Alturas, Calif., 100 miles southeast of 
Klamath Falls, Ore. The utility is co- 
operating with the California Public 
Service Company in this project. Power 
rates at Alturas, which now obtains its 
electricity from diesel and small hydro- 
electric plants, are expected to be 
greatly reduced by the new service. 


Gallup Begins Operation of 
New Electric Property 


City of Gallup, N. M., has begun 
operation of the newly purchased elec- 
tric light property of the New Mexico 
Public Utilities, under a commission 
named by Mayor R. R. Rogers. Pur- 
chase was completed at a price of $500,- 
000. 

There will be no immediate difference 
in operation except for the proposed in- 
auguration of a minor upper-bracket 
rate change, lowering the residential 
rate basis from 9c to 8c per kw.-hr. for 
the first 25. 

An Electric Light Users Assn. previ- 
ously had wired U. S. Attorney-General 
Murphy at Washington requesting an 
investigation of the proposed transac- 
tion, charging that plans contemplated 
resale of revenue bonds to “the unsus- 
pecting public on an inflated basis.” 
Appraisal of the utility property had 
been estimated by engineers at $187,000. 
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UST as Tom lost Mary 35 years ago because he drove 

a horse and buggy, so some electrical contractors 
today are losing business because of skimpy “horse and 
buggy wiring methods.” Every time a contractor installs 
skimpy, old-fashioned wiring he loses the opportunity 
for a bigger job. All buildings need modern wiring so 
that electricity can be used conveniently and efficiently. 


size for any type of adequate wiring job in factories, 
homes, schools, etc. 

Adequate Home Wiring 
If you are interested in wiring homes it will be to your 
advantage to follow G-E Home Wiring methods. G-E 
Home Wiring will interest your customers and will 
provide adequate wiring jobs. Every customer will be 


Modern ways benefit both your customers and yourself. 


Use G-E Materials for Modern Wiring 


Use G-E wiring materials to help in selling and installing 
adequate wiring. Your customers know that the G-E 
monogram stands for quality and dependability. The 
G-E line of conduit, wires and cables and wiring devices 
is complete. There are materials of the proper kind and 


GENERAL’ 





your booster. 

For further information about G-E wir- 
ing materials or G-E Home Wiring, 
see the nearest G-E Merchandise Dis- 
tributor or write to Section CDW- 
9712, Appliance and Merchandise 
Department, General Electric Company, 
Bridgeport, Connecticut. 
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64 News 


REA Activities 
Ipano County Licut & Power CooperATIVE 
Assn., Inc., Grangeville, Idaho, has been 


awarded $143,000 to build about 145 mi. of 
line in Idaho County. 


Fatt River Rurat Evectric Cooperative, 
Inc., Ashton, Idaho, has been alloted $89,000 
to build 91 mi. of line in Fremont and Madi- 
son Counties. 


COOPERATIVE AT LIncOoLN, IDAHO, has been 
awarded $87,000 to build about 80 mi. of 
line in Lincoln County. 


Coos Execrric Cooperative, Inc., Coquille, 
Ore., has been awarded $119,500 to build about 
99 mi. of line in Coos County. 


GaRKANE Power Co., Inc., Panguitch, Utah, 
has been allotted $20,000 to increase the ca- 
pacity of a generating plant, for which 
$40,000 has previously been granted. 


Oxanocan County Etec. Coop., Inc., Win- 
throp, Wash., has been awarded $66,000 to 
build about 47 mi. of line in Okanogan 
County. 


Bic Benp Exectric Cooperative, Inc., Ritz- 
ville, Wash., has been allotted $267,000 to 
build about 268 mi. of line in Adams, Frank- 
lin, and Whitman Counties. 


SurRpRISE VALLEY ELECTRIFICATION Corp., Altu- 
ras, Calif., has been awarded $10,000 for wir- 
ing. 


Mip-YELLOWSTONE ELectric CooOpERATIVE, 
Inc., has been awarded $3500 for wiring. 











REFRIGERATION 


EQUIPMENT 


and SERVICE 


Through association of this company with the Carbondale Divi- 
sion of the Worthington Pump & Machinery Corp., distributing 
their products in the Pacific Coast region south of Oregon, the 
combined engineering and manufacturing facilities of two great 


organizations are available to those concerned with: 


fee Making .. . Cold Storage 

Meat and Fish Refrigeration 
Milk and Iee Cream Processing 
Canning and Food Preservation 


Brewing. Wine Making. ete. 


Equipment and engineering council for all Quick Freezing Proc- 
esses are offered as well as for Industrial and Comfort Air Con- 
ditioning. Preliminary plans and specifications are furnished 
without obligation. A complete stock of products and parts is 
maintained in San Francisco to insure a most efficient maintenance 


service. Inquiries are invited. 





THE PELTON WATER WHEEL COMPANY 


HyYpDRAULIC ENGINEERS 


2929 Nineteenth St. 
SAN FRANCISCO 


120 Broadway 
NEW YORK 


Paschall Station 
PHILADELPHIA 


See fies & 
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Contracts Awarded 


To Connecticut TELEPHONE & Exectric Corp., 
Meriden, Conn., three contracts by the War 
Dept. for use in the Army Signal Corps. The 
first for 21,000 field telephones, $526,335; 
telephone terminal strips, $15,081 and tele- 
phone jacks, $5,000. 


To Genera Etectric Co., Schenectady, for 
generators for Bonneville Dam, $1,409,734. 


To S. Morcan Smitu, York, Pa., for tw6 
power turbines for Bonneville Dam _power- 
house, $956,475.; governors to Woodward 
Governor Co., Rockford, IIl., $110,346. 


To Severin Etectric Co., San Francisco, trol- 
ley system for Howard St. bus line of Muni- 
cipal System, $36,868. 


To V. R. Dennis Construction Co., San 
Diego for construction of 33,000 volt trans- 
mission line and two substations. for Imperial 
Irrigation Dist., $12,828. 


To Situ Etectric Co., Spokane, for con- 
struction of 70 mi. of line for Columbia County 
Rural Electrification Assn., $52,318. 


To Atuis-CHALMERS, Milwaukee, for one 35,- 
000 kw. and one 15,000 kw., 13,800-volt, three- 
phase generators for Fort Peck power plant, 
Mont. $545,700. 


To Hacen & McLintic, Ogallala, Nebr., for 
construction of 27 mi. of line for the Trini- 
dad Electric Transmission Railway & Gas Co., 
Trinidad, Colo., $26,683. 


To H. A. Risk Pierce & Construction Co., 
Nebraska City, Nebr. for construction of 101 
mi. of line for the High Line Electric Assn., 
Paoli, Colo., $59,037. 


To CanHILL-Mooney Construction Co., Butte, 
Mont., for building 80 mi. of line for the 
Fergus Electric Cooperative, Inc., Lewiston, 
Mont., $57,430. 


To Donavon Construction Co., St. Paul, 
Miss., for construction of 133 mi. of line for 
the Riverton Valley Electric Assn., Inc., River- 
ton, Wyo., $83,428. 


To Intanp Construction Co., Omaha, Nebr., 
for building 162 mi. of line for the Rural Elec- 
tric Co., Pine Bluffs, Wyo., $169,041. 


To GeneraAL Etectric Co., San Francisco, 
motors, drives and transformers for conveyor 
line for proposed aggregate plant at Shasta 
Dam Project. To Allis-Chalmers Mfg. Co., San 
Francisco, for transformers, same project. 


To NaTIonaL E.ectric Propucts Corp., Pitts- 
burgh, for steel pipe for Shasta Dam Project, 


| $77,070. 


Moved 


A. B. C. Exvecrric Co., from 719 View st., 
Victoria, to 808 Fort st. 


Strate Exectric Co., from 556 Walter st., San 
Francisco, to 433 Locust st. 


Sniper Etectric, from 2237 Fresno st., to 
2473 So. G. st. 


U. S. Depr. or InTERIOR, Bonneville Project, 
from 811 N. E. Oregon st., Portland, to 700 


| Guardian Bldg., Portland. 
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On Ounce 


OF PREVENTION IS WORTH A POUND OF CURE 


You can cure a commutation failure—at a price 

but the cure does not replace the loss incurred 
when interruption of production results. 

Prevent these annoying failures and resulting 
losses by equipping your entire plant with 


NATIONAL 


TRADE-MARK 


CARBON BRUSHES 


The enviable record made by “ National” brushes 
on heavy duty, steel mill drives has been duplicated 
in all classes of service. Our engineers, widely ex- 
perienced in brush application on all types of equip- 
ment, will be glad to assist you 
in selecting the best grade 0 


for your service. 


NATIONAL CARBON COMPANY, INE. 


Unit of Union Carbide and Carbon Corporation [laa Carbon Sales Division, Cleveland, Ohio 


General Offices: 30 East 42nd St., New York, N.Y. Branch Sales Ol\ices: New York, Pittsburgh, Chicago, San Francisco 


{re you getting these 
bulletins on brushes Vame Position 
and commutation ? 
If not, send us your Company {ddress 
name and address on 
this coupon. City State 
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66 News 


OBOLT 
CONNECTORS 


¢ A New Principle ¢ for 
Joinin¢é Tubular Buses 








1. NOBOLT connector ready for installation. No 
loose or projecting parts. 





2. First step. Slide connector 
into one end of tubular bus. 


3. Below... Slide other end 
of connector into end of 
other bus to be joined. 







REMOVABLE 
kEY => 


LOCKS 
WEDGES 





4. Tapered key forces patented self-lock- 


ing wedges apart, 


rmly locking con- 
nector to bus ends, 





5. Completed connection. Note neat, 
smooth appearance; no larger than 
outside diameter of tubing. Perfectly 
adapted to Micarta tubing insulation. 
Withstands 3-ton pull-out, 


What Engineers Have 
Been Looking For! 


NOBOLT connectors come in all shapes 
and sizes, from %” s.p.s. and up. Posi- 
tively produce high-pressure contacts by 
patented internal expansion features. Can- 
not vibrate loose. Easily and quickly put ori 
or taken off — all you need is hammer and 
removable tapered key (furnished free). 
Cost no more than old-fashioned bolted- 
type connectors. Send for Catalog A. 


¢ SHELDON - 
SERVICE CORPORATION 


2415 43rd Ave. 
Long Island City, N. Y. 














THD (NOTES 


Easy Washer Dealers 
Hold Annual Sales Meeting 


Over 200 northern California dealers 
for Easy Washing Machines and Ironers 
attended a dinner and sales conference 
held recently, in the Western Mer- 
chandise Mart, San Francisco, where 
the firm’s western divisional office and 
showroom are located. F. S. Fenton, 
Jr., divisional sales manager, conducted 
a preview of Easy’s new 1940 stream- 
lined models. Principal features are 
the distinctly new styling, new low 
prices, and the introduction of the ex- 
clusive Easy “spiralator” washing ac- 
tion in popular-price models, accord- 
ing to Fenton. He anticipates the larg- 
est household appliance year ever ex- 
perienced in this section, expressing 
his confidence in a continued increase 
in the demands for labor-saving and 
economical household appliances, that 
marks the trend toward replacing worn- 
out, obsolescent household equipment 
with new and more satisfactory laundry 
and kitchen appliances. 


> 





@ H. R. Basrorp Co., San Francisco 
appliance distributors, will handle 
Speed Queen washers and ironers, ac- 
cording to J. T. Templeton, sales man- 
ager. Territory will be northern Cali- 
fornia. The company will also handle 
the Gibson refrigerator in northern Cali- 
fornia as well as the Zenith radio which 
it has had for several years. 


@ Ep McDonatp partner in Cali- 
fornia Electric Supply Co., left Nov. 
25 to attend a Crosley convention at 
Cincinnati. He is to bring back full 
details of the new policy and distribu- 
tion plan to be initiated in northern 
California with the change in distribu- 
torship to California Electric. California 
will handle the Crosley radio, refrigera- 
tor, range, washing machine and the 
baby automobile. The Standard Elec- 
tric Range is now being handled by 
California in that territory. 


@ AT THE ANNUAL MEETING of RLM 
Standards Institute held recently in 
Cincinnati, members approved a re- 
vision in the specifications which in- 
creased the reflection factor-of porce- 
lain enamel reflector surfaces on all 
RLM reflectors from 77% to 78%. 


@ NorRTHWESTERN AGENCIES, Seattle, 
has been appointed Pacific Northwest 
agent for the Clifton Mfg. Co., Inc., 
Boston, Mass. Complete warehouse 





Electrical West—Vol. 83, No. 6 


stocks of Clifton friction, cable and rub- 
ber insulating tapes will be carried. 


@ Lumipor FLuoREscENT Lamp Co. 
has recently appointed Sandoval Sales 
Co., San Francisco, to handle its line in 
northern California. 


ABOUT PEOPLE 


Puget Sound Old Timers 
Gather at Seattle Dinner 


Representing a combined service of 
more than 9,000 years in the electric 
industry in Washington, 300 veteran 
employees of Puget Sound Power & 
Light Co. last month celebrated their 
annual Old-Timers’ get-together in 
Seattle. 

Special recognition went to John 
Quinn and Tom Montague, both with 
50 years of service to their credit, when 
President Frank McLaughlin rewarded 
twenty-eight men with 25-year service 
buttons. An Old Timer singled out for 
this year’s honor was William Dick, 
who first entered the employ of the 
company in 1892. 

Winners of the Old Timers’ story 
contest were L. A. Thompson, Seattle; 
L. O. Spickard, Auburn, and Tom 
Montague, Bellingham. These prizes 
were awarded by vice-president L. R. 


Coffin. 


@ Joun Bray, credit manager, Gray- 
bar Electric Co., San Francisco office, 
plans to retire in 1940 after a business 
lifetime spent with Graybar Co. and its 
predecessor, Western Electric. He was 
first connected with the electrical in- 
dustry in San Francisco as a member 
of the pioneer California Electric Works. 
He will be succeeded by Joseph M. 
Crotty, formerly assistant credit man- 
ager, Chicago. 





@ Larry Quimsy, appliance mana- 
ger, Breuner’s Oakland store, has been 
promoted to store manager of the Stock- 
ton branch of this furniture establish- 
ment. 


@ WituamM G. Kine, Salt Lake City, 
is now located in Portland, where he 
has assumed managership of the Elec- 
trical Products Corp. of Oregon, mak- 
ers of Neon signs. He succeeds W. S. 
Christine, who has resigned to move to 


Los Angeles. 


@ R. W. Beck, who was formerly 
on the Bonneville staff, has been ap- 
pointed as consulting engineer by the 
Klickitat County, Wash., public utility 
district. Beck will make a survey of 
the property owned by private utilities 
in the country. 








— 



















Now... the BENJAMIN STREAM-LITER 


a new two-lamp Fluorescent Unit for general lighting 


ERE is a new type of lighting unit using the latest development in Fluores- 
cent lamps and auxiliary equipment. It provides, economically and effi- 
ciently, anew type of general lighting utilizing the color quality and high lumen 
output advantages of the Mazda Fluorescent DAYLIGHT or WHITE lamps. 


It provides rest*-l, comfortable lighting. It greatly improves seeing condi- 
tions; increases visual efficiency and reduces eye strain. It is especially 
adapted to the lighting of industrial establishments, offices, work shops and 
other industrial and commercial interiors. Ask your Benjamin distributor for 
a demonstration of this new lighting fixture and for complete information 
about the Benjamin Stream-Liter and other Benjamin Fluorescent Units. 
Benjamin Electric Mfg. Co., Des Plaines, Illinois. 





1 Conforms to the new RLM specifi- 5 Additional shielding and increase Q Equipped with starter switch of 
cation and has RLM Label. in light output efficiency by closed renewable type located in new type 


2 Highly efficient and durable porce- ends. socket and easily accessible. 


lain enameled reflector, 78% reflec- 6 Well diffused quality of illumina- 10 
tion factor. tion with soft luminous shadows 
and uniform distribution of light. 


Easy to install—special hinged hook 
arrangement simplifies wiring and 
3 Lamp adequately shielded from inspection. 


direct view by reflector with cut-off J New type two-lamp auxiliary 








of 7212 degrees. power factor 95 to 99%. 11 Easy to clean and maintain. 
4 Total light output efficiency of unit 8 Flicker reduced to minimum. 12 Has Underwriters’ Label of Ap- 
78%. proval. 





a 





Benjamin Elec. Mfg. Co., 
Des Plaines, Illinois. 







Please send me Catalog Page and Specifications on the new 
Benjamin RLM Stream-Liter. 









Name 


Title 







Company 


Address 
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Wilson and Reed Succeed 
Young and Swope at G-E 


Owen D. Young, chairman of the 
board, and Gerard Swope, president of 
General Electric Co., will retire Dec. 
31, in keeping with the policy of retire- 
ment at age 65 adopted by the com- 
pany. Each will place the word “hon- 
orary” before his present title. 

Charles E. Wilson, executive vice- 
president since 1937, x ill become presi- 
dent and Phillip D. Reed, assistant to 
the president, will take over the board 
chairmanship. Mr. Wilson, who is 53, 
has been with G-E for 40 years, having 
started as an office boy. He has been 
successively shipping clerk, factory ac- 
countant, production manager, assistant 
superintendent, assistant manager, as- 
sistant vice-president and in 1930 vice- 
president in charge of the merchandis- 
ing department at Bridgeport. His 








ELECTRICAL TESTING 
LABORATORIES 


Electrical Photometrical, Chemical and Me- 
chanical Tests. Inspection of Materials and 
Apparatus at Manufactury. 


2 East End Ave. New York 

















DRIVEN 1939 MODELS 
NOW AVAILABLE 


WITH PLAIN OR 
ASTRONOMIC DIALS 





Whenever it is desired to turn Cur- 
rent on and off Regularly there is a 
new model Tork Clock that can do it. 


THE TORK CLOCK CO., Inc. 
MOUNT VERNON. N. Y. 


Representatives: 
A. R. Slimmon, 445 E. 3d St., Los Angeles 
Nicholes & Cook, 1063 Howard St., S. F. 
H. M. Sayers, 1019 Eastlake Ave., Seattle 
Stevens Sales Co., 41 P. O. Place, Salt Lake City 








G e Y e A e 
Lamp Replacers 
Lamp Base 
Removers 
Cartridge Fuse 
Tongs 
Switch Hooks 


Send for Catalogue 
We have been making 
safety tools for 24 years 


THE G. C. A. 


Manufacturing Co. 








Pittsfield, Mass. 
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Charles E. Wilson (left) and Philip D. Reed take over the reins at G-E beginning Jan. |. 
Wilson has been G-E executive vice-president since 1937, with Reed as the president's assistant 


elevation to executive vice-president 
in 1937 foreshadowed his latest pro- 
motion. 

Reed combines engineering with the 
law. Graduating from the Univ. of Wis- 
consin in electrical engineering in 1921, 
he went to New York and studied law 


at night school at Fordham. In 1926 
he joined the G-E legal department, 
transferring in 1928 to the incandescent 
lamp department. In 1934 he became 
general counsel for that department, 
holding this position until he was made 
assistant to the president in 1937. 





@ S. H. Hazleton, Jr. has been ap- 
pointed illuminating engineer for In- 
candescent Lamp Dept., General Elec- 
tric Co., San Francisco Division, accord- 
ing to Morris Hixson, regional manager. 
Hazleton is to fill the vacancy made 
by the death of the late Leo Gianini. A 
native of Iowa, Hazleton is a Univ. 
of Michigan graduate in electrical engi- 
neering. Following graduation, he took 
the G-E test course at Gary, Ind., and 
later went to Schenectady works, then 
to Nela Park at Cleveland. Following 
this training, he was assistant illuminat- 
ing engineer in the Philadelphia district. 
He will specialize in illuminating engi- 
neering consulting work for the Lamp 
Dept. in northern California and Neva- 


da. 


@ H. A. SEWELL, has been appointed 
supervising engineer for construction of 
transmission lines of the Pend Oreille 


REA project with headquarters at New- 
port, Wash. 


@ F. M. Coker of Runzel Cord and 
Wire Co., Los Angeles, has been elected 
a vice-president of the Independent 
Pioneer Telephone Assn. 


@ WittiAm WILLIs, of the Los An- 
geles office of Westinghouse Electric 
Supply Co., left in November for Hono- 
lulu where he now is affiliated with the 
Hawaiian Electric Co. in charge of the 
purchasing, quotation and order pric- 
ing departments. 


@ A. W. Prive, has been appointed 
manager of the Wes:inghouse Electric 
& Mfg. Co.’s porcelain dept. at Emery- 
ville, Calif. Pride was formerly sales 
manager of the porcelain and trans- 
former depts. of the Emeryville plant. 
He will be responsible for all manu- 
facturing, sales and engineering activi- 
ties there. He has been with Westing- 
house since 1922. 


@ Ernie Staats, formerly of Brue- 
ner’s, Stockton, has been moved to Oak- 
land in charge of the appliance division. 


Wells Named Westinghouse 
Tacoma Branch Manager 


Joe R. Wells, store manager for West- 
inghouse Electric Supply Co., Seattle, 
since 1923, has been named manager of 
the company’s newly-established branch 
in Tacoma, opened to the public Nov. 
22. Wells started in the electrical sup- 
ply business in 1912, an employee of 
the Fobes Supply Co., taken over in 
1923 by Westinghouse. He has been 
extremely active in electrical wholesale 
circles and has been president and treas- 
urer of the Electric Club of Washing- 
ton. 


He will be succeeded in Seattle by 
Ralph Sroufe, Westinghouse employee 
for 20 years. Prior to the opening of 
the Tacoma branch, Westinghouse Elec- 
tric Supply Co. was represented in Ta- 
coma by Love Electric Co. 
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New Type M2 Multi-breakeR, 
100 ompere frame. 2 pole. 


Compare this price with any other 100 ampere service 
equipment on the market. Then consider the advantages 
of the Square D Multi-breakeR. 


1. Circuit breaker protection—nothing to replace after 
short circuit or overload. 2. Common trip—overload on 
either leg trips both poles simultaneously. 3. Completely 
dead front with rugged, front operated handle. 4, Insu- 
lated (groundable) neutral. 5. Solderless terminals— 
will take No. 1 wire—no splitting of strands. 6. Ample 
wiring space and knockouts. Sides 21/2"”—Ends 31/2”. 
7. Built for surface or flush mounting. 


CALL IN 


A NEW MULTI-BREAKER 


100 AMPERE FRAME - 3-WIRE- SOLID NEUTRAL 


SQUARE J) COMPANY 


LOS ANGELES- MILWAUKEE -DETROIT 








PTO RESTORE SERVICE PRESS HANDLE 
, TO EXTREME OFF THEN THROW OM 


The M2 Multi-breakeR is designed for the following 
services: 3-wire, solid neutral, 115-230 volts A.C., insu- 
lated (groundable) neutral. 2-pole, 115-230 volts A.C., 
no neutral. Capacities 50, 70, 90 or 100 amperes. 

It can be used as the main breaker for homes or build- 
ings requiring more than six subdivisions of the service. 
For small factories, office buildings, etc., as many as six 
of them may be grouped at the service entrance where 
the capacity is not over 600 amperes. 

See this new Multi-breakeR now at your Square D dis- 
tributor’s showroom. It will help you get better wiring jobs. 








A SQUARE D MAN 


NTO NTAR 

































70 News 


@ Frep T. Cotter, Arizona Water 
Trustee, Phoenix, has filed with the 
Federal Power Commission an applica- 
tion for a preliminary permit for a vast 
system of projects on the Colorado, 
Little Colorado, Verde and Williams 


rivers for irrigation and power develop- 


ment. This is designed to develop 
approximately 5,000,000 electrical 
horsepower. 


@ Frank Barstow, formerly vice- 
president of Harper-Meggee, Inc., 
Seattle, has left that company to form 
the Frank Barstow Distributing Co. at 
Seattle. 


@ Hers Peacock, in charge of Car- 
rier Corp. activities on the Pacific Coast, 
has been appointed manager of the 
companys Washington branch office, 
where he was formerly manager for 
six years. 


@ O’Farrev “Tex” WEtcH, formerly 
Sacramento branch manager of the Leo 
J. Meyberg Co., has been appointed by 
Al Meyer, president, as the new ap- 
pliance manager for the San Francisco 
house succeeding Fred Mulvaney. 


@ Joser Krivanek, Longview, Wash., 
electrical contractor, has been elected 
to the executive council of the Wash- 
ington State Electrical Contractors’ 
Assn. 


@ A. M. OsporneE has been named 
project superintendent of the Stevens 
County Electric Cooperative Inc., at 
Colville, Wash., according to REA of- 
ficials in Washington, D.C. 


@ WaLTeR Swanson, clerk in Che- 
halis office of the Puget Sound Power 
Power & Light Co., has been named 
the new president of the Junior Cham- 
ber of Commerce in Chehalis. 





Get in Touch with: 


MANUFACTURER'S 
REPRESENTATIVE FOR: 


PYREX INSULATORS, POWER AND RADIO 
Corning Glass Works 

FUSES, RESISTORS, MOUNTINGS, CUTOUTS, 
FUSE LINKS, DISCONNECTS, BUS SUPPORTS 
Schweitzer & Conrad Inc. 

CAPACITATORS 

Cornell- Dubilier Corp. 

TRANSFORMERS, POWER AND DISTRIBUTION 
Gardner Electric Manufacturing Co. 

CURRENT TRANSFORMERS, NIAGARA AIR 
INSULATED 

Lee Skipwith Company 

CABLE GRIPS 

Kellems Products. Inc. 

CONNECTORS, GROUND ROD 

CLAMPS, UTILITY HOIST 

Jasper Blackburn Products Corp. 
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*% For Quick Service on Quality Products from Local Stocks 


GEO. E. HONN CO. 


420 MAREET ST. 


SAN FRANCISCO, CAL. 


GUY WIRE PROTECTORS, — ANCHORS, 
ARTH AUGERS 

REEN Device Co. 

GROUND LINE POLE AND. "GREEN WwoOoD 
TREATMENT 

ood Preserving Company 

TONG TEST AMMETERS—LOW 

veoaee GENERATORS 

lumbia Electric Mfg. Co. 

UNDERGROUND CABLE TOOLS & 

py tanga 

ne 

TREE TRIMMING EQUIPMENT 

TREE SURGEONS’ TOOLS 

Bartlett Manufacturing Co. 

FRICTION AND RUBBER TAPES 

Clifton Manufacturing Co. 

METER JEWELS 

Herman D. Steel Company 


SAFETY LINE TOOLS 
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Burnham Line Tool Company 





Stocks at 
San Francisco 


Electrical Specialty Co., Inc., 
316 Eleventh Street 


Stocks at 
Los Angeles 


tlectrical Specialty Co. of So. Callif., 
451 South San Pedro Street 


Stocks at 
Seattle 


Electrical Specialty Co., Inc., 
714 Fourth Avenue 4 


. a 





For the Coast Trade 


At your doorstep you now 
have an adequate stock of 
popular D-H alloys, wires, rib- 
bons, rods and other forms. 


Driver-Harris Company 


Harrison, N. J. 
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Robert St John Dies 
In San Francisco 


Designer of the lighting and electrical 
systems for San Francisco Opera House 
and War Memorial Building, Robert L. 
St. John, age 55, died Nov. 4, 1939 in 
San Francisco. Born in Chicago, Mr. 

John came to California over 30 
years ago and engaged as a wireman 
and later as an electrical contractor in 
San Diego. In San Francisco he first 
worked as engineering draftsman in the 
ship yards and later entered consulting 
engineering practice. At one time he 
was associated with G. M. Simonson 
in the firm of Simonson & St. John. This 
was short lived and for the past 14 
years he has been in private consulting 
engineering practice. 


Among the many large jobs which he 
engineered were the Fox Theatre, 450 
Sutter St. Bldg., a number of schools 
in northern California, Mission High 
School, Abraham Lincoln High School, 
San Francisco, the recent addition to 
the Laguna Honda Hospital, the Mark 
Hopkins Hotel, the Southern Pacific 


| Hospital wing and at the time of his 


death he was engaged on plans for the 
Protrero low rental housing project. 
Very active in Masonry, Mr. St. John 
participated particularly in the Shrine 
Hospital for crippled children, in out- 
door Christmas trees, and other affairs. 


© Paut N. Nunn, 79, president of 
the Telluride Power Co. and one of the 
designers of the first successful a.c. 
current electric power systems, died in 


San Diego Oct. 28. He founded the 
Telluride Power Co. in 1890. From 
1897 to the turn of the century, this 


company had the most powerful high- 
voltage system in the world. Nunn was 
also president of the Telluride Motor 
Co. at Provo. 
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SERVICE Am: 





OVER 60 TYPES OF 
ROEBLING RR) ELECTRICAL 
WIRES AND CABLES 


Rubber Covered Wires and Cables: 

Code; Performance; and Heat Resist- 

ing; Plain Rubber 60% sheath Power 

Cable and 40% and 60% sheath Flex- 
ible Cords 


Power Cables: Paper; Cambric; Rubber 


Parkway Cable, 
metaliic and non-metallic 


Service Entrance Cable 
Slow-Burning Wires and Cable 
Weatherproof Wires and Cable 
Police-Fire Alarm Cable 
Appliance Cords 
Annunciator and Blasting Wire 
Network Cables 
Magnet Wire 
Welding Cables 


And a wide variety of other wires and 
cables; either Standard or to Cus- 
tomer’s Specifications 


QUICK SHIPMENT 


Prompt Service is available at all offices and 





warehouse points listed below, where large 
stocks of a wide variety of standard Roebling 
Wires and Cables are always on hand. Your 
request for information, prices or samples will 
be welcomed. 


JOHN A. ROEBLING’S SONS CO. OF CALIF. 
San Francisco, Los Angeles, Seattle, Portland 


ROEBLING ax» 
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Dr Tile MONTH 








Allen Miller, recently appointed Regist 
tractors for California, was 
electrical contractors by Roy Butcher, 


electrical contractor, chairman of the 


introduced to the 





rar of Con- L. P. Doutrick, chief engineer and gen- 


eral supt. of Central Arizona Light & 
Power Co., has been made vice-presi- 
dent of the company at Phoenix, Arizona 


San Jose 
state board 





L. N. McClellan, heads the Bureau of 
Reclamation's mechanical and electrical 
engineering division at Denver now mak- 
ing ready for Grand Coulee machines 


a 


New and terrible golf hazard was introduced at the 
San Francisco Electrical Development League tourna- 
ment when Harold Noack (smiling in background) 
had this German band (not bund) at the 9th green 





Grouped here is the Sales Course Advisory Committee of the Electrical League of Utah, Salt Lake 


City {seated—left to right): 
McAllister, chairman, Utah Power & Light, 
Co., electrical distributors. (Standing): 


Elias Strong, the League, and James A. 


Salt Lake City Public Schools. The sal 


W. C. Hollingworth, Auerbach Co., representing dealers; 


J. F. 
representing the utility; D. B. Stewart, Flint Distributing 
Ken Rogerson, Peterson's, Inc., representing salesmen; 
Haslam, the Vocational Training Department of the 
es course they are managing began on October 15 














ELECTRIC APPLIANCE SOCIETY 


1939 CHRISTMAS GIFT 
CAMPAIGN 


IT'S "SMART GIVING" to present r 


C YOU 

electric appliances for Christmas. Electric 
useful, so bright and attractive 

makes a lovelier or more lasting remembran 

the theme of P. G. and E.'s December cc 

vertising appearing in more than 200 paps 

over again, your customers will be reminded 

advertisements, and by the Electric Apr 

radio and poster advertising, that apr 

gift headquarters: that nowhere « 

better values in gift merchandise. 


ome aaverrising 





rne spade-work 


\\ yOur message To TtnaTt being Tola by Tne Electric Apr 
Gs 


ociety ° 


INCE 





fa CE PORES 





es 


watching this page from month to month you can keep informed 
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ina iet uS neip you plan your raequate 


national and local programs. 


profit from it during the next twelv 





447 SUTTER STREET, SAN FRANCISCO ® 691 WEST STH STREET, LOS ANGELES 
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